











‘ NOTICE TO READER 
= dale When you finish reading this issue, place a one-cent stam 
en this notice, hand same to any al employee, andit will 
be placed in the hands of our soldiers or sailors at the front. 
NO WRAPPING NO ADDRESS 
A. S. Burleson, Postmaster-General, U. S. A. 
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) Make Better Mechanics 


“YANKEE” TOOLS for drilling, tapping and working metal, boring in wood and 
driving screws—have special features, for speed and efficiency, not found in any 
other tools. They save a fourth to a half of man’s time; require less skill and 
less labor. “YANKEE” TOOLS are simple in construction, strong, durable, do 
not get out of order, work smoothly and quickly and wear well. They are 
accurately made of the best quality of materials, handsomely finished, thorough] 
tested and guaranteed in every particular as to quality. When other tools, and 
good tools at that, are said to be as good as “YANKEE” TOOLS, then there can 
be no question as to “YANKEE” TOOLS being the standard of their kind. 
—Stock “YANKEE” TOOLS now. 



















‘““YANKEE”’ RATCHET DRIVER No. 10 


Saves Time at Every Turn. This tool, shown at the left, is an easy working ratchet 
right hand, left hand, and rigid—a comfortable handle and with a strong and service 
able driver. Made in eight lengths of blade, from two inches for small screws, up to 
twelve inches suitable for all kinds of high power screw driving. A ready seller to the 
man about the house as well as to the mechanic. 










YANKEE” 
AUTOMATIC ORILL NO46 






















‘““YANKEE’’ AUTOMATIC DRILL No. 44 


Saves Time at Every Turn. l|\lustrated at the right is a rapid fire drill, with adjustalbl 
tension, for hard or soft woods. A turn of the cap on the top of the drill does the 
trick that saves time, labor and Drill Points. Built for hard service. Furnished with 
this drill are eight different size Drill Points. This is a tool every wood working 
mechanic needs. Have a few on hand. 
























Pealers—Now as never before, labor and time saving tools are wanted 
“YANKEE” TOOLS have demonstrated for the last sixteen years by practical 
use that they are without equal in quality or efficiency. More and more 
mechanics arc using them as they find from the experience of their fellow workers 
that they do the work more quickly and efficiently, wear longer and make work easier. 


Write today for our latest catalogs and ask for our “YANKEE” TOOL BOOK. 
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Your Jobber Can Supply You 
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NORTH BROTHERS MANUFACTURING CoO. 
PHILADELPHIA, PA. 















ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. 52 and 53. 
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The FRONT RANK Club 


TRACES NAME ae J -y 
Have you joined it? 


The most wide awake dealers all over the country are joining; 
and if you haven't already done so, you'd better join now--- 


while there is a chance. Get “‘in” on the 
FRONT RANE Steel Furnace The RRONT DANK Service 
would make the dealer’s work easy if he were sell- 


which is called the “fool proof” furnace because it 
ing even an inferior furnace---say nothing about a 


is so simply yet scientifically built that even an 
unskilled operator doesn’t get into trouble with superior article like the FFRONT RANE Steel 
it; which burns any kind of fuel, and gets more Furnace. We furnish the dealer attractive win- 
heat value from it because it has the longest fire dow and counter cards, with “pep” and “punch”; 
travel; which stays in order, has no direct draft in them, calling attention to the FRONT 
to warp and buckle---and which makes a booster Steel Furnace. We give him store signs, that 
stir up trade, and are spending thousands of 
dollars in a National Advertising Campaign that 
will make the name of the FFRONT RANE Steel 
Furnace a household term hem sea to sea, and 
make it still easier to sell this splendid furnace. 


out of every user. 


Ask us about the FRONT RANE School Heater 


and Ventilator. It sells at sight to any modern 
School Board. 





Good bye! We’re going 
home FRQNTRANE is 


Take a straight tip from us: If you don’t know what the too hot for us. 
FRONT RANE Club’? might mean to you ina business 


way, write to us, and find out. 





Haynes-Langenberg Manufacturing Co. 5 


4058 Forest Park Ave. St. Louis, Mo. REG. U.S. PAT. OFF. 
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THE DEALER'S good name is the life-blood of his busi- 
The most desirably proportioned body imagin- 
able, with every muscle and nerve work- 
ing in perfect order, begins to decay the 
moment its blood-supply is lessened or 
impaired. In like manner, the most pros- 
perous business begins to decline when the dealer’s 
good name is called into question. There is a peculiar 
psychology which baffles analysis in the process by 
which a thriving business backed by strong bank bal- 
ances and extensive stock and equipment undergoes 
disintegration from no apparent cause. No merchant 
has a mortgage upon the trade of his customers. His 
only title to their continued patronage resides in the 
quality of the commodities which he sells them and 
the courtesy and thoughtfulness of the service which 


ness. 


Good Name 
Is Needed. 


he gives them. 

A lifetime of careful building up of trade may end 
in catastrophe if the merchant gives way in a moment 
of weakness to the desire for quicker profits through 
cheaper stock which lowers the standard of his store. 
People who have been accustomed to obtaining only 
the best standardized products in his store and who 
have, as a result, acquired an implicit confidence in 
the integrity of the merchant himself as well as of the 
commodities which he sells, are slow to perceive any 
lessening of the desirable qualities which hold their 
patronage. However, once their suspicion has been 
aroused that the quality of the articles which they are 
accustomed to buy is gradually being lessened in value, 
they rapidly lose faith in the establishment. The nat- 
ural consequence is that the good name of the mer- 
chant is weakened. It no longer stands for sturdy ex- 
cellence and unvarying standards. One customer tells 
another of the change for the worse. Soon the deal- 
er’s reputation tumbles from its high estate and he is 
rated as of the same class with other shrewd but 
unscrupulous merchants. The structure which re- 
quired years to build takes only weeks to destroy. No 
retail hardware dealer, then, can afford to substitute 
inferior, unbranded goods for the standard products 
upon which the only lasting superstructure of success- 
ful merchandising can be erected and maintained. 








THe CoMPTROLLER of the Currency in his report to 
Congress says that the National banks of the United 
States are stronger, safer, and more 

Bank Report Closely observant of the laws and more 
Encourages efficiently managed than ever before. 
The banking power of the United States, 

represented by capital, surplus, profits, circulation, and 


- material commodities. The 


deposits of national banks and other reporting banks 
and trust companies, including also the paid-in cap- 
ital and deposits of the twelve Federal Reserve banks, 
is now estimated at 37,529 million dollars, having in- 
creased by 14,348 million dollars since the beginning 
of the present administration. 

No ‘more accurate and sensitive thermometer for 
registering of the temperature of the naticn’s pros- 
perity can be found than in this report of the Comp- 
troller of the Currency. The banks of the country 
are the first to respond to every fluctuation of degree 
in the financial condition of the people. If there is a 
lowering of the commercial productivity of the land, 
it manifests itself in bank statements. If, on the other 
hand, there is a steady upward tendency, it shows it- 
self without delay in the same institutions. For the 
encouragement of those faint-hearted retailers who 
have not yet realized the tremendous growth of our 
industrial progress and the rapidly increasing material 
well-being of our people, the report of the Comptroller 
of the Currency is the best tonic. Its 
significance does not end with bank balances. It means 


imaginable 


that we are strengthening our position as the dominant 
money power of the world. It compels the deduction 
that for more than a generation to come we shall lead 
in every great enterprise for the development of the 
world’s resources. 

Naturally, therefore, our people will acquire a habit 
of satisfying their necessities in a more generous 
They will not be content with commodities 
Their patronage will be with- 


measure. 
of uncertain quality. 
drawn from short-sighted merchants who neglect to 
carry in stock standardized products. The wise hard- 
ware retailer will watch the signs of the times and— 
if he has not already gradually eliminate 
from his stock inferior brands. By the 
of advertising in its various phases, he will prepare 
his establishment to take advantage to the utmost of 
the vast changes which are even now beginning to 
shape themselves in the commerce of our country. 


done so 
judicious use 





No PURELY academic argument, however eloquently 

it may be phrased, can equal the convincing power of 
example. This is particularly true with 

New Idea in ‘eference to the philosophy and practice 
Advertising. of advertising. So many factors which 
are purely personal and incapable of re- 

duction to mathematical formulae enter into the work 
ing of publicity that it is a waste of time to try to put 
advertising on the same basis of measurement with 


influences of advertising 
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in the general forwarding of commerce elude classifica- 
tion by logarithm and card index. 

The merchant who sees only an increase of sales 
following upon a particular advertisement and who is 
blind to the more subtle achievement of reputation- 
building, which is the product of publicity, has no true 
conception of the function of advertising in business. 
Fortunately for those of our business folk who are 
too literal in their analysis and too prosaic in their 
visualizing, we are occasionally quickened by the in- 
spiring bigness of men who are able to discount the 
future and synthetize without counting the number of 
atoms, as it were, in each element. 

In this connection an uncommon value attaches to a 
recent announcement by George Frank Lord, Director 
of Advertising, E. 1. duPont deNemours & Company, 
Wilmington, Delaware, who declares in a recent state- 
ment: 

“We are advertising not merely for current sales 
results, but for the development of future markets. 
ur advertising is institutional. We are less concerned 
with the sale of whatever illustrative commodities we 
may advertise than with selling the du Pont oval, our 
trade-mark, and the big idea of du Pont American 
industries, designed to play a most important part in 
the post-bellum development of America and the re- 
construction of Europe.” 

The objection leaps into words that while this policy 
is suitable in so vast a concern as that of which Mr. 
Lord is advertising director, it has no application to 
the business of the small retail hardware dealer. A 
little reflection, however, will show that the objection 
has no validity. The same psychology operates in the 
marketing of a pound of nails, the selling of a hand 
saw, or the placing of a million dollars’ worth of farm 
The only difference is one of degree and 
Human nature—upon an understand- 
undergoes 


explosives. 
not of essence. 
ing of which all advertising is grounded 
no change of substance in response to varying magni- 
tudes of commerce. 

The application of advertising to the development of 
the retail store differs in no necessary element from 
its application to such vast enterprises as that of the 
Ik. L. duPont deNemours & Company. Retailers, there- 
fore, who take unto themselves this lesson and put it 
into practice in their business will strengthen their 
position and increase the incomes of their stores. Ad- 
vertising needs to be as institutional for the small store 
as for the huge industrial corporation. 








Upon THE STABILITY and enlightenment of retail 
merchandizing depends the entire structure of indus- 


try. In other words, production can go 
Duty to forward only in proportion to distribu- 
Organize. tion. It is possible for manufactures to 


increase and the comforts of civilization 

to multiply only in the ratio in which commodities are 

brought into the hands of the people through the 

agency of the retail merchant. Goods piled up in 

warehouses, it is true, offer a temporary margin for 

the overflow of production. But the limitations of 
. Storage soon exhaust the relief thus afforded. 


In the last analysis, our material welfare as a nation ° 


February 9, 1918. 


cannot be maintained except through the instrumental- 
ity of those who distribute the products of our mills, 
shops, and factories. A realization of this fact needs 
to be brought into the consciousness of every retail 
hardware dealer, not only for his own betterment, but 
for the benefit of industry in general. The more in- 
telligently the merchant understands his relations with 
the commerce of the country and the more clearly he 
perceives the value of his function as a unit in the in- 
dustrial organism, the better will he be able to per- 
form his duties as a merchant and citizen. 

As a logical consequence of the foregoing consider- 
ation, the retailer can no longer be judged as an iso- 
lated storekeeper. His position must be studied with 
reference to the whole circle of production. Directly 
or indirectly his business has lines of connection with 
every other business. The influences which affect re- 
tailers in other departments of distribution sooner or 
later reach him for good or ill. The policies, service, 
quality, sincerity, and honesty of the merchant class in 
general, are all dependent as much upon him as upon 
any other unit of the class. Whatever rights he pos- 
sesses in virtue of ownership and individual effort nec- 
essarily carry with them corresponding duties. 

It is essential, therefore, to the nation’s prosperity 
and well-being, that the retail dealer acquire a sense of 
his kinship with the larger interests of the country. He 
must no longer consider himself as a self-sufficient unit. 
His vision must range beyond the narrow confines of 
local affairs. Through association with his fellow mer- 
chants he must be brought into touch with vital issues, 
because he and his fellow merchants are responsible 
for the outcome of such issues. Hence, both for his 
individual requirements and in the fulfillment of his 
duties as a sovereign citizen, it is imperative that he 
unite with his fellow retailers. In this view of the 
facts, organization becomes a matter of obligation 
rather than of choice. 

Insofar as the letter of the law is concerned, there 
are no statutes or ordinances compelling him to join 
the local, state, or national association of his trade. 
Nevertheless there is a moral compulsion which is far 
more urgent than any legal enactments. He owes it 
to his fellow merchants to do his share in the upbuild- 
ing of business. He owes it to his fellow citizens to 
perform his part in the promotion of prosperity. He 
owes it to his country to make return for the benefits 
of freedom and unfettered opportunities, safeguarded 
unto him by all the forces of government. If he is 
honest to himself, if he recognizes that much of what 
he is and has is the result of the co-operative efforts 
and production of his fellow men, he will see that he 
must live his life in co-operation with the lives of all 
other units of the Republic. 

Reasoning from these premises, it will be seen that 
we as a nation have so many interests in common and 
are so necessary to one another, that no man may de- 
liberately withdraw from the association of his fellow 
men, nor offer as justification for such action any plea 
of personal rights. Individual development nowadays 
is best achieved through collective effort. Ours is a 
time of co-operation. Organization is now the duty. 
The events of the past year have taught this more 
vividly than all preceding preachments. 
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NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 





Sometimes, success becomes a danger. Its fascina- 
tion may so conquer all one’s thoughts as to leave none 
free for the friends of other days. Pleasant memories 
of familiar faces and the glow of old companionships 
may fade away. And then a time will come when 
there is a poignant longing for sympathy and the 
strong clasp of a comrade’s hand. Not all the plaudits 
of admiring followers nor the glistening coins of profit 
will have power to ease the ache of one’s heart. To 
hold fast to friendship, one must keep success a vassal 
to the throne of life. 
* 

The secretary of the Ohio Retail Hardware Asso- 
ciation, my friend, James P. Carson of Dayton, Ohio, 
can always be relied upon to keep those around from 
becoming too sour and solemn. Here's one of the 
means which he uses: 

“Might I trouble ye for the loan of a match?” asked 
an Irishman of a Scotchman. 

“Ay?” answered the Scotchman and gave him just 
one. 

“Faith, now,” cried the artful Irishman, “if I haven't 
come out without any tobacco, and all the shops shut.” 


“Ah,” said the Scot, reaching out his hand. “In 
that case ye'll no be needing that match.” 
*k x x 


Frederick H{1. Payne of the Greenfield Tap and Die 
Corporation, Greenfield, Massachusetts, is a vice-presi 
dent of the American Hardware Manufacturers’ As- 
sociation, and a firm believer in preparedness. He 
tells a story apropos the spirit of preparedness: 

The Sunday school teacher had read the day’s Scrip- 
ture lesson to the class, and she began asking questions 
to see how attentively the young girls had followed 
her. 

“And what,” she asked, “is the lesson taught us in 
the parable of the seven wise virgins?” 

Kleven-year-old Ruth held up her hand. 
should always be on the lookout for a bridegroom.” 


“That we 


Paul L. Biersach, of the Master Sheet 
Metal Contractor’s Association of Wisconsin, declares 
that system in business should always be easy and 
workable. To illustrate how often the contrary con- 
dition prevails, he tells of a recent attempted escape 


secretary 


from justice: 

The fugitive rushed wildly into a friend’s office, de- 
clared dramatically that he was being closely pressed 
by the police, and asked the head clerk where he could 
hide. The head clerk did not hesitate a moment. “Get 
into the simplified card index case,” he said, calmly. “I 
defy anyone to find anything there.” 

*K * * 

A genial philosopher who believes in the doctrine 
of laughter is H. W. Beegle of the Hardware Club 
of Chicago. Here is a sample of his favorite method 
of putting the doctrine into practice: 

Mary Jane’s master is a slightly eccentric bachelor. 
He has one most irritating habit. Instead of telling 
her what he wants done by word of mouth he leaves 
on his desk or on the kitchen table or anywhere else 
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where she is likely to see it a note curtly directing her 
to “dust the dining room” or “turn out my cupboard,” 
and so on. 

The other day he bought some note paper, with the 
usual die-sunk address imprinted upon it, from the 
stationer and ordered it to be sent home. 

Mary Jane took it in and the first thing that caught 
her eye was a note attached to the package. She read 
it open eyed. 

“Well,” she said, “he’s asked me to do a few things 
in his blessed notes, but this is the limit. I won’t stand 
it no longer!” 

l‘or the note read: 

“Die inside this package.” 

kconomy is the order of the day. My friend John 
Hl. Kitchen, secretary of the Kansas Chapter Ameri- 
can Society of Heating and Ventilating Engineers, 
gives me a good story to the point, as follows: 

Sandy and John were sitting in a car when a pretty 
girl got in and smiled at the former. He raised his 
hat. 

“Do you know her?” asked the Englishman. 

“Oh, yes, very well,” the Scot replied. 

“Well, shall we go and sit over beside her, and them 
you can introduce me?” asked his companion. 

“Wait a bit,” returned the canny Scot. “She hasn't 
paid her fare yet.” 

My good friend, Martin Engelhart of the Hardware 
Club of Chicago, says that it never pays to indulge in 
destructive criticism. By way of proving his conten 
tion, he narrates the following incident: 

Two young ladies were once singing a duet in a 
concert room. \A stranger, who had heard better per 
formances, turned to his neighbor saying: 

“Does not the lady in white sing wretchedly ?” 

“| hardly feel at lib 
She is my sister.” 


“excuse me, sir,” replied he. 
erty to express my sentiments. 
answered the 


“| beg your pardon, sir,” stranger, 


in much confusion. “I meant the lady in blue.” 
“You are perfectly right there,” replied the neigh- 
bor; “I have often told her so myself. She is my 


wife!” 


Thinking and planning spell the difference between 
Mere little 
in the progress of the world. But muscle guided by 


failure and success. muscle counts for 


intelligence moves obstacles from the paths of men 
and clears the way for every advance of civilization. 
Berton Braley has phrased this conviction in unfor 


gettable verse as follows: 
The Thinker. 
Back of the motor’s humming, 
Back of the bells that sing, 
Back of the hammer’s drumming, 
Back of the cranes that swing, 
There is the eye which scans them, 
Watching through stress and strain, 
There is the mind which plans them, 
Back of the brawn and brain 


Might of the roaring boiler, 
Force of the engine’s thrust, 
Strength of the sweating toiler, 
Greatly in these we trust, 
But back of them stands the schemer, 
The thinker who drives things through, 
Back of the job—the dreamer 
Who’s making the dream come true 
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UP TO THE MINUTE 
NEWS SIFTINGS — 








STOVE SALESMEN TO HOLD MEETING. 


Many conditions have arisen out of the present war 
which have affected business men to a very great 
New problems are presented calling for new 
This is especially true in the 
Salesmen engaged in this 
Consequently, 


extent. 
methods of solution. 
business of selling stoves. 
line are fully aware of the change. 
there is a great deal of importance and interest at- 
tached to the next regular meeting of the Stove Sales- 
men’s Association of New York State, to be held on 
Friday evening, February 15, 1918, at the Hotel Wol- 
cott, 4 West 31st Street, New York City. New ideas 
of salesmanship will be discussed. The meeting is 
expected to be a lively one, as is always the case 
when stove salesmen get together, and the members 
may feel sure that they will benefit themselves by 
attending. 


PUGH3TERMINAL WAREHOUSE COMPANY 
IS STILL SOLVENT. 








When the news was announced that the Pugh 
Stores, Chicago, Illinois, were declared bankrupt, there 
were many people who confused them with the Pugh 
Terminal Warehouse Company, also of Chicago, IIli- 
nois, and thus wrongly believed that the latter com- 
pany was insolvent. The fact of the matter is, how- 
ever, that the Pugh Terminal Warehouse Company 
was not adjudged bankrupt, and is still a solvent cor- 
poration. It is hoped that the people who gained the 
mistaken impression regarding this matter will see 
their mistake, as it is a great disadvantage in business 
for a perfectly solvent company to be believed bank- 


rupt. 
—--o——_—_—__—_ 


REPORTS THE USE OF STOVES IN 
HONGKONG. 





The manners, customs, and beliefs of the Chinese 
people have always attracted the attention of those in 
other parts of the world. They conduct everything in 
what seems to us to be a very peculiar way. Their 
modes of living are entirely different from ours. Their 
business is done on a vastly different scale. Dealers 
in stoves in this country, therefore, will be very much 
interested in learning something about how that busi- 
ness is conducted by the Chinese. 

A report has been issued on this subject by Consul 
General George E. Anderson of Hongkong. The re- 
port states that the chief stove business in Hongkong 
at present seems to be in the line of gas stoves which 
are handled almost entirely by the local gas company. 
The business even in that line is peculiar, for Chinese 
cooks usually dominate the kitchen arrangements of 
most Hongkong households, and they do not favor 


gas. The reason is that it is their custom to cook food 
for the Chinese domestic help on master’s stove and 
with master’s coal, and gas stoves do not lend them- 
selves to such an arrangement so readily. The limited 
supply of gas stoves coming to Hongkong at present 
is almost entirely of British make. The greater por- 
tion of the business in stoves is leased to customers at 
a charge of sixty cents local currency, or forty-three 
cents gold per month at present exchange. The service 
of gas stoves is being gradually increased in spite of 
great difficulty and actual hostility on the part of Chi- 
nesese servants. 

Coal coking stoves, almost altogether of the “Dover’”’ 
type, are being imported from both Great Britain and 
the United States. The demand for heating stoves is 
very small, as open grates furnish most of the warmth 
required in the Hongkong field. Prices are very high. 
Two small open-faced stoves for local use cost $180.00 
local currency or, at present exchange, $130.00 gold 
each. The use of electric and gas heaters, especially 
the former, is greatly on the increase. 





oan 
-oeo 


TUMBLING STARS PERFORM SERVICE AT 
LOW COST. 





Astronomers are very fond of delivering weighty 
discourses and lectures on the subject of “Stars, and 
how they give us light.” Our libraries contain many 
voluminous writings on the subject. However, strange 
to say, students of astronomy have never concerned 
themselves with a different kind of star—the tumbling 
star. It takes practical men to discover such. stars. 
Inasmuch as makers and dealers in stoves are vastly 
more interested in tumbling stars than they are in those 
up above, they will no doubt, be pleased to learn that 
there has been a new discovery along this line. Illus- 
trated herewith is one of a 
number of new brands of 
tumbling stars manufac- 
tured by the Fanner Man- 
ufacturing Company of 
Cleveland, Ohio. It is 
called the “Excelsior” 
Tumbling Star, and is 
made from hard, white 
Com- malleable iron. These stars 
are made in many different 





Manufacturing 
pany’s “Excelsior” Tumbling 
Star. 


styles and sizes. They are all said to be able to clean 


Fanner 


castings rapidly and satisfactorily. They are also 
claiming to be well adapted to the cleaning of hard- 
ware, etc. Particulars regarding prices, sizes, or any 
other necessary information may be obtained by ad- 
dressing the company at Brookside Park, Cleveland, 


Ohio. 


—_—$_e-<>9——_—____ - 


Pardon the first fault, but punish subsequent ones. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








LICENSES ARE REQUIRED FOR ALL 
SHIPMENTS OF WIRE ROPE. 


There are people in every line of business who al- 
ways try to evade government orders with regard to 
taxes, licenses, etc. Such people, however, are usually 
found out. They often offer ignorance of the law as 
an excuse, but find out to their dismay that such an 
excuse does not work. The Government takes pains 
to have the laws brought before the people. In order 
that there may be no doubt as to the extent of its 
orders, each bureau of the Government issues state- 
ments from time to time keeping those affected in- 
formed about the requirements imposed. Therefore, 
all those who are engaged in the business of export- 
ing wire goods will be interested in learning some- 
thing about the statement of the Bureau of Exports 
concerning the licenses required. 

The attention of this Bureau has frequently been 
called to the fact that attempts have been made to ex- 
port wire rope, classified as galvanized wire, without 
an export license. For this reason, shippers are in- 
formed by the Bureau that export licenses are re- 
quired for all shipments of iron and steel wire rope, 
cable and strands consisting of six or more wires, 
whether or not the wires are painted, galvanized, or 
coated in any way, and that it is necessary to obtain 
an export license for every shipment of this material. 
It should also be noted that the act of improperly 
classifying material in order that it may be exported 
without a license subjects the exporter to the penalty 
of the law. ‘ 





DEMAND FOR MOTOR MOWERS IS ON THE 
INCREASE. 


The growing shortage of labor in all industries not 
directly connected with war necessities is responsible 
for many radical changes in methods of work. Prop- 
erty owners who were formerly satisfied with the old, 
easy-going ways of caring for their lawns, find them- 
selves confronted with the problem of efficiency. 
Especially in cases where the owners have several 
lawns to keep in shape, is the labor shortage keenly 
felt. Alert hardware dealers can profitably take ad- 
vantage of this state of affairs by bringing to the no- 
tice of their customers the labor saving merits of such 
power-driven mechanisms as the Coldwell Walk Type 
Motor Mowers, manufactured by Coldwell Lawn 
Mower Company, of Newburgh, New York, and 62 
East Lake Street, Chicago, Illinois. 


This Company also manufactures hand mowers, 
triple gang mowers, and single horse mowers, so that 
the retailer can take care of orders of any size, de- 
gree, or type. The Coldwell products have a reputa- 
tion for unvarying excellence of material and sturdy 
workmanship. The Company is progressive as well 
as constructively aggressive in its methods for helping 
the dealer get business. Price lists and full particu- 
lars of the various models may be had upon applica- 


tion. 
SELLING GARDEN TOOLS IS A PROFITABLE 
BUSINESS. 
Last year the “Back Yard Garden” movement 


gained great scope. The people responded with en- 
thusiasm to the request of the Government that they 
help increase the food supply by planting on all avail- 
This year it is expected that more and 
The Food 


able space. 
bigger gardens will be made than last year. 
Administrator has already warned the people that vol- 
untary observance of the food regulations as to meat- 
less, wheatless, and porkless days is not satisfactory, 
and is not producing the saving in food that must 
be made if we are to do our share to help win the 
war. The Government is going to see to it next spring 
that there should be no idle land anywhere. All the 
vacant lots and back yards of the cities will be turned 
into veritable garden spots. 

This movement provides an excellent chance for 
hardware dealers to co-operate with the Government 
by selling and advertising garden tools. Furthermore, 
there will be such an enormous demand for these arti 
cles during the ensuing season that they will constitute 
a source of great profit to the dealer. Inasmuch as 
the people are starting now to prepare for the next 
season, it would be advisable for hardware men to 
keep in step with their customers by taking in a supply 
of garden tools so that when the big rush starts they 
will be thoroughly prepared to meet it. 


“*- 


LIKES AMERICAN ARSTISAN VERY,MUCH 





To AMERICAN ARTISAN AND HarDWARE REcORD: 


Kindly renew my subscription to your paper. I am 
glad to say that I like AMERICAN ArTISAN very much, 
and I have no doubt but that it will please me just as 
much in the future as it has pleased me in the past. 
Yours truly, 
| C. A. MULLISON. 
Essex, Iowa, February 4, 1918. 
oes 
The voice with a smile wins. Practice over the tele- 
phone. Don’t cut the customers off short but let them 
know that you are pleased to have them give their 
orders over the phone. 








20 AMERICAN ARTISAN AND HARDWARE RECORD 


ANNOUNCES PROGRAM OF JOINT RETAIL 
HARDWARE CONVENTION TO BE HELD 
IN NEW YORK CITY. 


The final draft has been completed of the program 
for the second joint convention of the Pennsylvania 
and Atlantic Seaboard Hardware Association and 
New York State Retail Hardware Association which 
is to take place in New York City, February 12, 13, 
14 and 15, 1918. The convention headquarters will 
be at Hotel Astor, Broadway and Forty-fourth Street. 
An information desk will be maintained there every 
day during the convention from eight-thirty in the 
morning till six o’clock in the evening. The attend- 
ants will be persons familiar with New York City and 
it will be their pleasant duty to render any possible 
The program in detail is as fol- 


. 


service to visitors. 
lows: 
Tuesday, February 12th. 
Lincoln’s Birthday. 

&:30 A. M.—Convention desk, on main floor, Hotel Astor, 
open for distribution of badges, payment of dues, and gen- 
eral information for visitors. (After Tuesday this desk wi!l 
be located on the eighth floor near smaller meeting room.) 

We: A. M.—Open Session, Grand Ball Room, Main 
Floor, Hotel Astor. 

Convention opened by John J. Snyder, President Metro- 
politan Hardware Association. 

Song—“America.” Leader and Soloist, |. H. 
of New York. 

Invocation—Rev. M. Joseph Twomey, Pastor First 
tist Church, Newark, New Jersey. 

Introduction of Presiding Officers 
of National Association. 

11:00 A, M.—President Van Voris presiding. 

ddress—"The Retailer's Duty to the Government,’ Sam 
T. White, ex-President American Washing Machine Manu fac- 
turers and Chairman of its War Service Committee. 

Presentation of Service Flags to the Associations. These 
flags which pay tribute to relatives and emploves of Asso- 
ciation members, now serving with the colors, have been made 
from data secured, and are presented to the Associations hy 
Messrs. Revere and Foley. 

Song—"Star Spangled Banner.” 

Address—"“Lincoln’s Time and Ours, 
and Ours,” Roy F. Soule. 

Announcement of special convention committee. 


Wednesday, February 13th. 


Ball Room, Eighth Floor, Hotel Astor. 

Joint Executive Session, Mr. Kirk presiding. 

Singing. 

President’s Address—H. M. Kirk, New Castle, Pennsyl- 
vania. 

Subject for the Day—‘Finding and Solving Hardware 
Problems,” John R. Gamble, Montgomery Alabama, President 
National Retail Hardware Association. 

(A presentation by charts of the results to January |, 
1918, of a survey of 800 hardware stores in the country.) 

Open forum on this subject at which Mr. Gamble will 
preside. 

Address—*Trade Acceptances”—with special reference to 
retail hardware merchants. William Walker Orr, Assistant 
Secretary National Association of Credit Men. 

Open forum on this subject, directed by Mr. Orr. 


Thursday, February 14th. 


Ball Room, Eighth Floor, Hotel Astor. 

9:00 to 11:00—Joint Executive Session. 
presiding. 

Singing. 

President's Address—Irving Van Voris, Cobleskill, New 


York. 


Meredith, 
3an- 


and representatives 


Lincoln's Counti, 


Mr. Van Vori: 


A Question Box Session. 


Conducted by Phil B. Heckler, Pittsburgh. 

Retailers’ Trade Territory. What constitutes “territory” 
as understood in retail hardware circles. In cities? In coun- 
try sections’ 

Trade Conditions. 

Short addresses on the following divisions by manufac- 
turers: 

“Nails and Wire Products,” L. A. 
Steel & Wire Company. 

“Builders’ & Shelf Hardware,” Geo. F. Wiepert, Sargent 
& Company. 

“Paints,” H. J. Hayden, The A. Wilhelm Company. 


Dietrich, American 
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General discussion of foregoing addresses. 

11:00 A. M.—Open Session. 

Address—“The Coming Revolution in Retailing,” 
H. Fast. 

Mr. Fast is an authority on credits and author of numer- 
ous articles on this subject 

Thirty minutes of questions on Mr. Fast’s address. 

7:30 P. M.—Banquet at Hotel Astor of Metropolitan 
Hardware Association. 


Friday, February 15th. 


3all Room, Eighth Floor, Hotel Astor. 

9:00 to 10:00 o’clock—Separate Executive Sessions of 
both associations. 

Reports of officers, committees, Insurance Departments. 

Election of officers and delegates to National Convention. 

10:00 to 11:00—Joint Executive Session, Mr. Kirk pre- 
siding. 

Singing. 

Report of Joint Resolutions Committee. 

Subject for the day—“*War Taxes,” James Rattray, Guar- 
anty Trust Company, New York. Mr. Rattray will answer 
questions following his address. 

11:00 o’clock—Open Session. 

Address—“War Loans,” Honorable John 
urer of the United States. 

Unfinished business. 

Adjournment. 

Meeting of new officers of both associations directly after 
the Friday morning session. 

+e 


SAFETY REVOLVER IS IN GREAT DEMAND 
FOR SELF DEFENSE. 


Carl 


3urke, Treas 


In spite of the most diligent efforts on the part of 
our policemen, and detectives to enforce the law, the 
number of crimes still being committed is alarming. 
Nearly every day the papers tell of some new and 
daring bank robbery. The police stations are fairly 
swamped with reports of people held up and beaten 
by thugs and gunmen. Homes are being invaded with 
appalling frequency. In fact, the criminals have be- 
come so bold that it is hardly safe to go out in the 
street after dark. An editorial appeared recently in 
one of our leading newsvapers warning the people of 
their danger, and telling them to protect themselves. 
To say that this advice is sound would be putting it 


much too mildly. Protection on the part of the people 








Iver Johnson 
Automatic Safety 
Revolver. 


against these menaces to society is a crying necessity. 
Perhaps the most effective means of self defense is to 
be found in a weapon such as the Iver Johnson Auto- 
matic Safety Revolver, shown in the accompanying 
illustration. The manufacturers announce an un- 
precedented sale of these revolvers. It is claimed that 
they are in demand everywhere. It is said, therefore, 
that it would be well worth while for the hardware 
dealer to take in a stock of them. They are made in 
both hammer and hammerless models, fitted with regu- 
lar, “perfect” rubber, or “western walnut grips.” Par- 
ticulars may be had by addressing the Iver Johnson's 
‘Arms and Cycle Works, 354 River Street, Fitchburg, 
Massachusetts. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








DECORATIONS HELP INDIVIDUALIZE NEAT 
WINDOW DISPLAY. 





At first thought it would appear a difficult thing 
to produce harmonious relations between trays of 
pocket knives, scissors and the like and a background 
so strongly suggestive of things wholly dissociated 
from cutlery and other products of commerce. Never- 
theless, the effects achieved by John Hardy in the win- 
dow display arranged for the Honeyman Hardware 
Company of Portland, Oregon, photograph of which 





ae -_ - 








mirrors, towel bars, and glass shelves. They, too, 


seem part of the ensemble. On the glass shelves are 
shown shaving brushes, mugs, razors, and razor strops. 

In the foreground, by an easy transition, the eye 
passes to a large and varied assortment of goods suit- 
able for gift-giving. Pocket knives, scissors, razors, 
carvers, baking dishes, percolators, plated ware, serv- 
ing trays and similar articles are tastefully arranged. 
This display brought a large number of orders for the 
goods exhibited. Hence its artistic conception was 
amply justified by its commercial success. 








Holiday Window Display Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD Window Display 


Competition. 


is herewith reproduced, show not the slightest trace of 
any clash of interest to the eye of the observer. The 
cleverly designed background arrests attention without 
distracting from the display for which it is intended 
to serve as the foil. The whole semblance of the ex- 
hibit carries an expression of oneness. 
to the skeptics and Philistines who affect to sneer at 
any community of purpose between art and business, 


It proves even 


that there is a most pleasing kinship possible between 
the handiwork of man and the craftsmanship of art. 
The main body of this display was draped with 
white bunting and charmingly decorated with frosted 
oak leaf vines. The darker part of the background 
was covered with softly tinted brown plush, whose 
sheen blended with the subdued lustre of the oak leaf 
vines. The central picture, which is seven feet long 
by four feet in width, is strongly impressionistic, and 
the frosted oak leaf vines appear to have a neighborly 
intimacy with the pines which reach so alluringly up- 
ward from the dark masses of the hills. To the right 
and left of the central picture are shown bathroom 


Arranged by John Hardy for Honeyman Hardware Company, Portland, Oregon. 


INVENTS A SANITARY MILK CAN, 


A new sanitary milk can has been invented by John 
bb. Watson of Becket, 


many years been a subscriber to AMERICAN 


Massachusetts, who has for 
\RTISAN 
\ND HARDWARE Recorp, The can is made so as eff- 
ciently to exclude dust and other foreign matter from 
the interior, thus obviating the possibility of the con 
tents becoming infected with germs. The can is of 
the usual shape and construction, and the improve 
ment lies in the stopper and covering means for the 
neck of the can. The stopper can easily be placed 
within the neck of the can, and can also easily be 
withdrawn. It prevents foreign matter from entering 
the can. It is said that this invention will prevent a 
great deal of the sickness and deaths, especially among 
the younger folks, caused by drinking milk containing 
disease-carrying germs. 
oo 
Whatever else happens, never let up on making a 


drive for more business. 
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Enthusiasm Rules Convention of Wisconsin 
Retail Hardware Association 








The spacious Juneau Hall of the Milwaukee Audi- 
torium was crowded to the limit of its seating capac- 
ity at the formal opening of the Twenty-second An- 
nual Convention of the Wisconsin Retail Hardware 
Association which began Wednesday afternoon at 2 
o'clock and continued in session for three days. A 
sustained, earnest enthusiasm ruled the deliberations 
of the meeting. The members were animated by a 
single, dominating purpose. Personal interests, indi- 
vidual problems and desires, were all manifestly subor- 
dinated zo the great task which our Nation has un- 
dertaken for the establishment of a free democracy 
Every session of the 


throughout the civilized world. 





Newly Elected President Wisconsin Retail 
Hardware Association. 


Byron L. Watter, 


Convention was carried on under the inspiration of 
the central thought of loyalty and service to our 
country. Speaker after speaker emphasized the duty 
of considering the needs of our Government in ad- 
vance of every other requirement—even at the expense 
of the individual retailer’s business interests. Not a 
dissenting voice was heard anywhere during the three 
days’ convention. 

A remarkable feature of the sessions was the pres- 
ence of so many ladies, with their men folk. They 
took an intelligent interest in all the proceedings. It 
augurs well for the business of the Wisconsin hard- 
ware retailers, that their women accompany them to 
the convention of their Association and enter into the 
serious phases of merchandizing with so much earn- 
estness of purpose. 

WEDNESDAY, FEBRUARY 6, 1918. 
The formal opening of the Convention was pre- 


" $2,814,314.00 greater than any previous year. 


ceded at 10 o'clock in the forenoon by the annual meet- 
ing of the Hardware Dealers’ Mutual Fire Insurance 
Company of Wisconsin. Inasmuch as the policy hold- 
ers and officers of this company are also members of 
the Wisconsin Retail Hardware Association, it may 
be considered as an integral part of the latter organ- 
ization. In fact, it is so viewed by the Association ; 
and hence 1is annual meeting was held as part of the 
regular Convention. Otto P. Schlafer, of Appleton, 
president of the Hardware Dealers’ Mutual Fire In- 
surance Company of Wisconsin, and also president of 
the Wisconsin Hardware Limited Mutual Liability 
Insurance Company—a twin organization having the 
same officers and meeting at the same time and place 
—presided at the session. His annual report was re- 
ceived with considerable satisfaction and approval. 
He spoke as follows: 

Address of Otto P. Schlafer, President of the Hardware 

Dealers’ Mutual Fire Insurance Company of Wiscon- 


sin at the Annual Meeting of Policyholders, 
Milwaukee, February 6, 1918. 


Each year the occasion of my annual report of the company 
becomes a greater pleasure because of the continued growth 
along sound and conservative lines. Owing to the extraor- 
dinary conditions created by the war, the company has put on 
its books for 1917, $5,102,630.00 of new business, which ; 
Our cash in- 
creased $109,155.30. With the big drop in all municipal bonds, 
we are still able to show the market value of our bond hold- 
ings, amounting to $318,000.00, to be worth $2,060.00 more than 
we are carrying them for on our books. 

Limits Investments to Municipals. 

l‘or the past few years it has been the policy of the company 
to limit its investments to municipals only. We deviated from 
this rule, however, when we purchased the $40,000 Liberty 
Bonds. Until the war is over, this will be our form of invest 
ment. The few industrials listed were purchased prior to 
1912. Since January Ist, this year, the Itasca Paper Company 
Bonds have been sold at par and accrued interest, leaving 
but a few other than municipal and U. S. Government Bonds 
The interest on the Wichita Falls and Southern Railwa: 
Bonds is paid regularly, but six months in arrears. This is 
our reason for listing them at fifty cents. 


Tells Enormous Progress. 


Our progress in the twelve months of 1917 equalled that of 
the first eight years. At the close of 1911 the company had 
five million on its books, carrying a premium of one hundred 
six thousand. During the past year we added five million, 
carrying a premium of ninety-six thousand. Assets increased 
two hundred thousand during the past three years. This 1s 
forty thousand more than for the preceding eleven years. 


Predicts Great Increase of Business. 


Now that we have gained this momentum, it would be safe 
to predict an income of a half million for 1918, with an in 
crease in volume of seven and one-half million, providing 
we adopt the amendment which will be offered for your con- 
sideration this morning, increasing the limit on a risk. A year 
ago this body instructed the board of directors to investigate 
the advisability of increasing the limit on a risk, and after 
going into the matter thoroughly, the board passed a resolu- 
tion August 8th, recommending that the limit be increased 
to $7,500.00. 


Losses Were Lowest in History of Company. 


Losses for 1917 were the lowest in the history of the com- 
pany, being 19 per cent of the premium. Wisconsin's los 
ratio was 17% per cent, while a year ago it was 53%—a 
marked contrast. Our office at Stevens Point, Wisconsin, now 
has sixteen people in its employ and during the year it became 
necessary to rent additional quarters adjoining the present 
office. Anyone driving in the vicinity of Stevens Point should 
not miss the opportunity to visit the company’s model office. 
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A detailed report of the transactions and investments will be 
handled by the Secretary. 


Address of Otto P. Schlafer, President of the Wisconsin 
Hardware Limited Mutual Liability Insurance Com- 
pany, at the Annual Meeting of the Policyholders 
Milwaukee, February 6, 1918 
Explains increase in Business. 

_ The fourth annual statement of this Company, a copy of 
which was mailed you, shows a total business written during 
the twelve months of 1917 of $48,428.42 in premiums, or an 
increase of 647% over the previous year. Losses, however, in- 
creased 120% and this large increase is due to the excessive 
losses incurred on compensation business. 


Tells of Fatalities. 


During the past year we have had four fatalities and three 
permanent partial disabilities to dispose of, besides several 
permanent partial disabilities which have been carried over 
into 1918. but on which we were obliged to disburse large sums 
during 1917 covering medical attendance and compensation. 
For a period of about three months last year we had an epi- 
demic of eye injuries, some of which resulted seriously. In 
two instances we were obliged to pay for complete loss of 
sight in one eye. Too much stress cannot be laid on the im- 
portance of promptly reporting all accidents even though 
they appear to be but slight. 

Says Automobile 


Our automobile department has grown very rapidly during 
the past year and while the premiums written on this business 


Department Has Grown. 





Dealers’ 


Otto P. Schliafer, President Hardware Mutual Fire 
Insurance Company of Wisconsin, and President Wisconsin 
Hardware Limited Mutual Liability Insurance Company. 


amount to only $14,000.00, our actual losses have only been 
$2,000.00. We have, however, at the present time several suits 
pending, in one of which the claimant is suing for $10,000.00. 
Even though we win this case the legal and court costs, 
together with expense of investigation and adjustment, will 
cost over $1,000.00. The large sums which can be secured 
through injuries caused by automobiles shows the advantage 
of carrying this form of protection. 
Plate Glass Business Was Not Profitable. 


Our plate glass business has not been very profitable this 
past year, due to the increased cost of replacing broken glass. 
A plate glass front which before the war could be installed 
for $500.00 now would cost over $1,200.00 to replace. A de- 
tailed report of the transactions and investments will be han- 
dled by the Secretary. 


The report of P. J. Jacobs of Stevens Point, Wis- 
consin, secretary-treasurer of the Hardware Dealers’ 
Mutual Fire Insurance Company of Wisconsin, shows 
the finances to be in a sound, healthy condition. The 
last year has been the most prosperous since the com- 
pany was organized. The report is itemized as fol- 
lows: 
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Report of the Condition of the Hardware Dealers’ Mutual 

Fire Insurance Company of Wisconsin at the Close 

of Business December 31, 1917. 

Premium 
thereon. 
December 31, 1916, Insurance in 
force . 
Written or renewed during year.... 


$13,406,297.00 
19, 109,597.00 


$239,897.23 
356,; 200.91 
596,098.14 
261,034.02 


32,515,894.00 
14,006,967.00 


Less terminations ................. 


. 
1917, Insurance in 


December 31, 
force . $18,508,927.00 $335,064.12 
227,018.46 
10,054.74 
338,739.87 
10,401.18 


Cash on hand January 1, 
Due from Assured January 1, 1917. 
Receipts from premiums....... 

Receipts from interest............ 


$586,214.26 


.$ 65,138.08 
3,614.34 
2,360.40 
8,491.89 
40,183.2% 
12,643.56 
117,608.85 

336,173.76 


Losses 
Return premiums ’ 
Premiums on bonds purchased..... 
Fixtures 
Re OD OE 
Due from assured Dec. 31, 1917. 
Dividends to policy holders. ....... 
Cash on hand December 31, 1917.. 


$586,214.26 

Assets. 
$336,173.76 
5842.46 
12,643.66 
2 060.00 


Cash balance .... 
Accrued interest 
Premiums in course of collection. 

Market value of bonds over book value 


$356,719.88 

Liabilities. 
NE DORE os io oes cia cae enue $ 14,500.00 
Re-insurance Reserve (Wis. Standard) 168,809.61 


2,390 7 

2 OOO 
oo 
168,469.45 


Unpaid dividends 
Reserve for taxes 
(Accounts unpaid 
oh) 4g 3. Ge eee 

$356,710.88 
Itemized Cash on Hand. 


Corporation and Municipal bonds........ $318,000.00 


l‘irst National Bank, Stevens Point, Wis.. 8,720.22 
Second Ward Savings, Milwaukee, Wis 9,428.4 
Cash in office 2 
$336,173.71 

Summary. 
Ratio of losses to premiums received. 19 per cent 
Ratio of expense to premiums received IL per cent 


$ 45,607.68 


Increase in Surplus .. 
LO9,571R4 


Increase in Assets . 


Adjusting ...... $ 1,321.33 
Advertising $42.75 
Commission 9,986 88 
Directors 729.65 
Exchange .......... R290 
Legal . ae 120.00 
Miscellaneous 1,054.54 
| ae 1,215.97 
Printing and Stationery 3,297.97 
eS See ie 786.54 
Ratings and Inspections. 1,185.22 
SS ee oe eee 13,735.00 
Surety sond and Audit. 219.95 
Special Agents-Salaries and FE xpet nses 3, 283.108 
eo i ere 1,798.74 
Telegrams and Phone 359.30 
652410 


Traveling 
$40,183.28 

Dividend for 1918, 
have made a thorough examination of the accounts and 
records of the Hardware Dealers’ Mutual Fire Insurance Com 
pany and hereby certify that the above statement of Income 
and Disbursements is a true and correct record of the trans 


actions of said Company from January 1, 1917, to December 
31, 1917; and that the above Statement of Assets and Liabili- 


ties is a true presentation at December 31, 1917. 
JEROME W. 
Chartered Public 

1918 


50 per cent 


HANKS, 
Accountant 
La Crosse, Wisconsin. January 18, 
In commenting on the foregoing figures, the secre- 
makes certain pertinent 


tary-treasurer, P. J. Jacobs, 














observations regarding radical changes of legislation 
which affect the business of the Company. He says: 
Coming Year Offers Different Prospects. 

You will notice that this report differs materially from 
any ever made before, both as to loss ratio and increase in 
assets. We can hardly look for such a good year again. 
Nineteen eighteen is starting off as if it intended to be direct- 
ly the opposite. In January, a year ago, we paid less than 
a thousand in losses, while the amount we have paid sc 
far this year exceeds nineteen thousand. 

The Anti-Discrimination Act. 

Our last legislature passed what is known as an anti-dis- 
crimination act, which makes it compulsory for all companies 
on a risk to write at the same rate. Towns which have en- 
joyed a cut rate for years will be re-rated, and as soon as 
this is done, the rate promulgated by the Wisconsin Inspec- 
tion Bureau will be the legal rate and must be adhered to 
under penalty. To keep tab on the rates, a stamping office 
has been established in Milwaukee, under the same statute. 
We are obliged to send a copy of every policy issued in Wis- 
consin to this bureau. 

New Policy Form Is in Use. 

“A new policy form is now in use in Wisconsin. It resem- 
bles the New York form closely, but differs some, making it 
necessary for us to have a special form for Wisconsin. The 
war tax on premiums is | per cent and amounts to about 
$150.00 per month. This is not passed on to the consumer 
as in all other businesses, but is borne by the Company. 


The balletting for Directors for both insurance 
companies 1¢esulted in the re-election of P. J. JAcons 
of Stevens Point as secretary-treasurer and director, 
|. KorNeLY of Milwaukee, and L. Hirsic of Madison 


as directors. The remaining officers and directors 
continue from last year, and are as follows,. with the 
date of the expiration of their terms of office: 

(), P. ScitLarer, Appleton, President, 1919. 

R. C. Murpock, Beloit, Vice-President, 1920. 

P. J. Jacons, Stevens Point, Sec’y-Treas., 19209. 
“. H. Rama, New London, 1920. 
R. M. Burris, Oshkosh, 1920. 


|. Kornety, Milwaukee, 1920. 


l.. Hirsic, Madison, 1920. 
J. W. Jones, Racine, 1919. 

J. B. Pierce, Brodhead, 1919. 

It was estimated that nearly five hundred hardware 
retailers and their ladies were assembled in Juneau 
Hall of the Auditorium when the Convention began 
o'clock the afternoon of Wednesday, February 
6th. A noticeable aspect of the gatherings was the 
quiet which reigned throughout the hall when the 
president, red Griebenow, assumed the chair. There 


was none of the usual restlessness, creaking of chairs, 


at 2 


and rumble of conversation which generally character- 
ize big gatherings of this sort. Every one present was 
intent upon the business of the meeting and eager to 
profit by the advantages which it afforded. No better 
evidence of the unanimity which marks the entire 
membership of the Wisconsin Retail Hardware Asso- 
ciation could be had than this attitude of concentra- 
tion and expectancy. The president’s message was 
listened to with flattering attention and conveyed the 
spirit of the Association in fitting language. The ad- 
dress, which was brief, incisive, and eloquently de- 
livered, is as follows: 

Address of Fred Griebenow, President Wisconsin Retail 

Hardware Association, Milwaukee, February 6, 1918. 


To see hundreds of hardware men meet here has always 
been a pleasure to me, but to see so many ladies present is 
more than words can express. We thank you for coming. 
We want you to feel at home. You are the honorary mem- 
bers of our Association, and not merely our guests. 

_ Some States invite their ladies for the entertainment 
feature only, but we want you here for both business and 
pleasure. We want you to hear the discussions of the diffi- 
cult problems we have to sclve, and perhaps you can under- 
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stand why your husband sometimes comes home at night tired 
and grouchy. 
Co-operation With Employes. 

A great deal has beer said in these conventions about 
co-operation. The successful merchant co-operates with his 
employes. They do not feel his authority because he inspires 
them hy co-operation to do what they could not do by a 
command. Co-operation lubricates the machinery of busi- 
ness. But the subject of co-operation between business men 
and their wives has never been touched upon before. 

Believes In Woman Suffrage. 

This convention will mark a new step forward in the 
history of this Association, inasmuch as we have invited the 
co-operation of the ladies. Now I am a believer in woman 
suffrage, and I hope that equal suffrage will soon be granted 
in every State in the Union. [ think every woman's vote 
should be recognized in the home, and in her husband’s busi- 
ness as well as in the larger affairs of the nation. A man’s 
business should be his wife’s business. What interests one 
should interest the other, and a man’s home life has much to 
do with his success or failure in business. So take an inter- 
est in your husband's business. Be his silent partner and you 
will not only encourage him to greater efforts, but you will 
become better companions. 

Aske the Men a Question. 

Let me ask vou men a question: How often have you 
consulted your silent partner during the past year or, are you 
such fine business men that you do not need advice? Many a 
man may boast of success while his success is really due to 





Wisconsin Retail 


Retiring President 
Hardware Association. 


Fred Griebenow, 


his wife. Take a tip from me and consult your wife on some 
of the problems that confront you from time to time, and 
you may be surprised to see through her eyes many loose 
joints in your business. 

Praises Woman's Ability. 

Our American women are demonstrating every day their 
determination and ability to bear their share of labor and 
sacrifices of this country in a wonderful way. Not only ar 
they called to sacrifice husbands and sons on the altar of 
freedom and take their places in office and factory, but every- 
where we see them gathered in schoolhouses, churches, and 
homes, their willing hearts and ready hands busy at whatever 
work of help and relief they can find to do. These little 
circles have grown and extended over the whole country, until 
today over one million American women workers form a tr‘ 
mendous element in preserving the inner defences of our 
country. 

A Critical Period in Our History. 

We all realize we are living in one of the most critica! 
periods in all history, when the lives and destinies of natiors 
hang in the halance. Few of us realized one year ago that 
our own peace-loving country would become involved in this 
great war. Only after we kad learned the true character ot 
the German rulers and their ambition for world supremacy 
did we realize that war was the only way possible for tle 
American people to insure their own safety. If any of yo" 
think we are fighting other’s battles, forget it. 

Our men have offered themselves to cross the ocean and 
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on foreign soil fight and die for the same principles for 


which our forefathers fought and died. Once again has 
America called on her sons to fight—and die if need be—for 
the right. I am proud of the fact that I am an American and 
live in a country whose citizens have risen to the occasion 
and shouldered their immense responsibilities in such a splen- 
did manner. 

Points Out the Path of Duty. 

The path of duty lies straight before us and we will 
follow our leaders. As American business men we will do 
all that is asked of us and more for our beloved country, our 
flag and our fellow-men. We will conserve food and pro- 
mote production that our Allies may have their share, and in 
every way stand behind our Government and our boys in the 
trenches who are going to win this war. 

Deeds Must Replace Words. 

But talking won’t win this war. As a body of hardware 
merchants it is up to us to mobilize our forces and do some- 
thing that will help our Government in this time of great 
need. Whatever we can do we must do willingly with the 
determination that before Germany or-any other country wil! 
dictate to us we will fight for 100 years—and when we eet 
through with them they will know they are licked. 

. Unusual Upportunities Are Calling. 

Business changes have come which have added to our 
responsibilities, but the work before us all is “real meat for 
red-blooded men with a purpose.” To the man who has grit 
and resourcefulness and plans wisely will come many unusual 
opportunities for success. During the year 1917 we all ex- 
perienced the same difficulties in the handling of business. It 
has been hard to keep posted as to prices and for this reason 
many dealers have not made the profits to which they were 
entitled, on many lines. In many cases they did not know of 
the advance in market price until the goods were sold and 
new stock had to be ordered. 

The Uncertainty of Prices. 

It is a serious matter that a merchant who has been in 
business for 30 years or more should pick up a big catalog 
and not be able to find the correct price of a single article 
It would not be asking too much of the jobbers to furnish 
us with a standard list and a monthly discount sheet. The 
year 1918 will not,be any easier, for with the condition of las‘ 
yezr to contend with is added the fact that the material for 
the Government comes first. In order to come through this 
trying period successfully we must have the courage to face 
the facts as we find them, and make the best of the situation 

Must Continue to Push Business. 

We must push business now more than ever, and do all 
in our power to keep the channels of industry open. We 
must continue to buy Liberty Bonds, ‘continue to give to the 
Red Cross and the Y. M C. A., and to do this we must do 
business. 

Wisconsin Association Is Prosperous. 

There have been no radical changes in the Association 
this vear and | am not going to make a lengthy report, as 
our Secretary has kept you informed at all times. It may 
be interesting to mention that over 90 per cent of the hard 
ware merchants of the State are members. The annual con 
vention with its wonderful exhibits and its helpful program 
plays an important part in giving us new ideas to take hom« 
and put into practice. Our Hardware bulletin and trade pa 
pers should be studied at all times to keep posted and up to 
date. 

Tells Importance of Bookkeeping. 

\n important point I wish to touch on is the subject of 
bookkeeping. We should have a more uniform system. There 
will never be a time when all of us will do our book work in 
the same way, but I don’t see any reason why 1,200 members 
should have 1,000 ways of keeping books, each man having a 
system of his own. Mr. Miles, our field and efficiency man, 
is here for the purpose of showing you a good and simple 
system, and I trust vou will give it your careful attention 

Pays Tribute to His Fellow Officers. 

This Association has done a great deal for me, and it 
has been both a privilege and pleasure to work for you. They 
Say every man gets as much out of an Association as he puts 
into it, but I feel I have gotten more than | can ever repay. 
The officers I have worked with are all splendid men and are 
an inspiration to all with whom they come in contact. 

Urges Loyal Support to Our Fighting Men. 

In conclusion let me call your attention to the service 
flac and honor roll at the end of the hall. Our boys have 
offered their lives in defense of our country. We who -re- 
main at home must see to it that their sacrifices shall not be 
made in vain. We as loyal Americans will spend our time, 
our money, and our energy that the conclusion of this war 
will be a triumph for America. 


Following the President’s message an announcement 
was made of the various committees to deal with the 
business of the Association during the Convention. 
A stirring and patriotic oration was delivered by 
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Sam T. White, of Davenport, lowa, ex-president of 
the American Washing Machine Manufacturers’ As- 
He took for his subject “The Retail Mer- 
Repeatedly 


sociation. 
chant’s Relations with the Government.” 
throughout the speech his voice shook with emotion. 
The burning sincerity of the man and his great love 
for his country vibrated in every sentence. The text 
of his address is herewith reproduced with the regret 
that it is impossible to transfer to paper and type the 
glowing enthusiasm with which it was delivered: 

Address of Sam T. White, Ex-President American Wash- 

ing Machine Manufacturers’ Association. 

My subject, “The Retailers’ Duty to the Government,” must 
naturally lead me to talk along patriotic lines, because | con 
sider duty and patriotism to be the two most essential neces 
sities to the successful conduct of this terrible war that has 
been forced upon us. 

And when | get talking Patriotism I generally hit right 
from the shoulder, and if I should shoot it a little too strong 
for anyone within the hearing of my voice | shall be glad of 
it, because, if there is any one human being that I detest more 
than another, it is the one who lives in and swears allegiance 
to a country and then when that country needs his assistance, 
he shirks that duty. 





Sam T. White, Washing Machine 


Ex-President American 
Manufacturers’ Associaticn. 


Puts Percentage of Patriots Very High. 

| realize that | am speaking in a city and 
population is made up largely of people of either German birth 
or of German descent. | also realize that | am speaking te 
an audience made up largely of people of the same national 


state whos 


itv, but | want to say, gentlemen, that | come from a city 
whose population is fully 70 per cent German birth or of 
German descent. | come from a county whose population 


will run close to &5 per cent of this same nationality and m 
duty during the last six months has brought me in very close 
touch with these people. | do not think that there has been 
a seditious remark made or a hostile act done that has not 
been reported to me; and it has been my duty to investigate 
and run down these reports. | do not think there is any per- 
son in my own home town who is in a better position to know 
the sentiment that exists among our people than I do. 1 can 
truthfully say that | believe that fully % per cent or more 
of our people of either German birth or of German descent, 
are as true and loyal American citizens as we have anywhere 
in the country. In coming to Milwaukee and speaking to an 
audience such as you gentlemen are, | feel that among your 
population of German birth or German descent, there 1s fully 
as great a percentage of true loyal American citizens as there 
is in the county I come from 
is Not Afraid of Making Enemies. 

selected as chairman of the Scott Counts 


When I 


was 


Council of National Defense, | had a would-be friend of mine 
come to me and tell me he thought that | would make lots ot 
enemies if | 
made any 


that if | 
country, 


him 
my 
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that I wanted them for my enemies, because any person who 
was an enemy of my country was an enemy of mine, anyway. 
It seems almost ridiculous for anyone to get up here and 
attempt to tell an intelligent body of men, such as you gentle- 
men are, what your duty to your Government is, and the 
only excuse is that never in the history of the world has 
there been such a conflict between nations as there is at the 
present time, and it is almost impossible for any of us to 
grasp the situation in all its magnitude. 
Tells What Government Has Already Done. 

Now, in order for you fully to appreciate what I am 
going to say regarding the Dealer’s Duty to his Government, 
it will be necessary for me to go into a little history of the 
war and what the Government has already done and is 
attempting to do in the prosecution of this war. I shall not 
for a minute attempt to argue the question as to why we are 
a war, because the time for that argument is past. We are 
face to face with the fact that we are at war. On April 4th 
we declared war, and | say we because we are the Govern- 
ment, as Abe Lincoln once said, “This is a Government of 
the people, for the people and by the people.” 

Great Accomplishments Have Been Made. 

When we declared war, we were unprepared. We had 
no army, no navy, no ammunition, no ships, and no organ- 
ization to handle the enormous task that we had undertaken: 
but under the able leadership of President Wilson, we have 
accomplished more than this or any other country has ever 
accomplished in the same space of time, in the history of the 
world. We have in the remarkable short space of ten months 
enlisted an army, recruited a navy, manufactured munitions, 
built ships and what is more essential than all else, perfected 
a civilian organization to take care of the duties that must 
be performed to carry this war to a successful end. 

What Civilian Organization Has Achieved. 

The civilian organization is composed of the very brightest 
and ablest business men of the country; men who have given 
up enormous salaries to give their services to the Government, 
even paying their own expenses and receiving in return a 
salary of one dollar per year, and what is more valuable to 
them, the thanks of the American people. These are the men. 
who are doing their duty to their Government. These men 
have found it necessary to place certain restrictions on certain 
commodities, such as food, fuel, materials, man-power and 
transportation facilities, and in order to conserve on fuel, 
produce more food, speed up transportation, and at the same 
time use less man-power, it has been found necessary to ask 
the various industries “to do their bit.” 

Organization Is the Key to Success. 

Every industry in the country has been asked to get to- 
gether and organize, something that the vote-baiting politician 
a few years ago was decrying as a crime and the ruination 
of the country. This war has developed the fact that organ- 
ization is the principal base to the success of any great and 
important undertaking. It has developed the fact that in 
union there is strength, that by organization there can be a 
greater efficiency developed, and the greatest good accom- 
plished. 

Is Impossible to Deal with Individuals in War. 

The Government has found out that it is impossible to 
deal with individuals. They have not got the time nor would 
it be good business policy to attempt it. Now let me ask you 
if it is good business policy in times of war to organize, is it 
not good policy to keep organized in times of peace? This 
applies not only to manufacturers but to the retailers as well, 
and should be an everlasting reminder to you that you should 
keep up your Association. Now, I have told you that the 
Government has called the various industries together and 


asked them to do certain things in order to enable them to’ 


carry to a successful issue this terrible war. I have told you 
that they demand the conservation of food, fuel, materials, 
man-power and transportation facilities, and in order to con- 
form to the Government's wishes, it is necessary for the 
manufacturers to do certain things that they have wanted to 
do for years but have been unable to accomplish, on account 
of lack of organization and the competitive methods of doing 
business, and I feel that this war is going to bring the busi- 
ness interests of the country up to a higher plane than it has 
ever been before, and that it will develop a greater efficiency 
and more economical methods of doing business. 

Must Eliminate Less Essential Models. 

This country has been enjoying a long period of pros- 
perity and manufacturers have been vying with one another 
to see which could make the most varied line of goods and 
satisfy the various whims and fancies of the Great American 
Public, without regard to efficiency or cost of production and 
the Government now says “Stop, Look and Listen.” Cut out 
the less essential models, stop the leaks and do business on 
more businesslike methods, which means that the Government 
is going to educate the American business man how to make 
money in a legitimate manner. 

Cites Example of Plow Manufacturers. 

A large number of manufacturing industries have already 
cut out the less essential models and every industry that wishes 
to do business at the old stand is working towards that end. 
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As an illustration the plow manufacturers got together and 
decided that a left-handed plow was as useless as a fifth 
wheel to a wagon, and the only reason that they were making 
them was because some people were buying them, because 
their father and grandfather used them. They have discov- 
ered that they can sell just as many plows, make more money, 
increase the production of their plants and develop efficiency 
by cutting out these less essential models. 
Quotes Additional Examples. 

The grain drill manufacturers found that they were mak- 
ing a lot of unnecessary sizes in grain drills and they got 
together and cut out, if I am correctly informed, fifty-two 
different models or sizes. They found out that it did not 
make any difference whether a drill was two inches larger 
or smaller, but that by cutting out these less essential models 
or sizes they could effect a considerable saving in cost of 
manufacturing and at the same time assist the Government 
in conserving of material by reducing the amount of stock 
they had been in the habit of carrying. I understand that 
the wagon manufacturers have cut out about a hundred differ- 
ent sizes and types of wagens, as one dealer explained to me 
at the recent Implement Dealers’ Convention at Kansas City, 
it is just as easy for them to sell a wagon with a 52-inch 
wheel as with a 54, and as a matter of fact the purchaser 
could not tell the difference if they were not side by side. 

Unnecessary Models Are Discontinued. 

The Washing Machine Manufacturers found they were 
making a lot of unnecessary models and sizes, and at a meet- 
ing of the members of the industry called at the special 
request of the Government, they agreed in order to conserve 
material and conform to the Government’s wishes, to cut 
out 171 of the less essential models of their various lines. | 
merely speak of these few industries, because I know of them. 
Every other industry is adopting the same ideas; in fact they 
have to do it because the Government is demanding it, and 
the manufacturer, who is not doing what the Government 
demands or requests today is not doing his duty. 

Aggregate of Saving Is Great. 

Now | imagine I hear some of you saying, “What has this 
got to do with conservation or with the Dealer’s Duty to his 
Government?” It has this to do with conservation. It reduces 
the amount of stock that the manufacturer has to carry. It 
reduces the space necessary to manufactur®, thereby reducing 
the amount of fuel needed to heat this wasted space. You 
may say that it would not amount to much with each individual 
manufacturer. I agree with you, but when you take the 
aggregate saving of fuel it runs up into the millions of tons 
vearly. 

Defines Duty to Country. 

Now, gentlemen, what is Duty? What do you owe to 
the country that has supported and protected you during the 
long period of prosperity and peace? “Doing your Duty” does 
not consist of investing your money in the very best securi- 
ties in the world “U. S. Liberty Bonds” or contributing a few 
paltry dollars to the Red Cross or Y. M. C. A. “Doing your 
Duty” does not consist of wearing an American flag on the 
lapel of your coat and at the same time carrying a dagger 
concealed in your pocket, ready to stab in the back the pride 
of American manhood who are fighting your battles across 
the water. 

Condemns the Profiteers. 

Gentlemen, you are not doing your duty if you are buy- 
ing up a lot of goods more than you really need and holding 
them for higher prices, because that is what the Government 
calls profiteering, and a profiteer is looked upon as the Gov 
ernment’s worst enemy. Don’t misunderstand me regarding 
this word “profiteering.” The word refers only to those that 
are storing materials that could be used to better advantage 
at this time in the prosecution of the war, and holding them 
for higher prices. 

Government Wants Everyone to Prosper. 

The Government today expects every business man to 
make a profit and they not only expect the business man to 
make this profit but they expect the laborer, the farmer and 
everyone else to make a living profit, because it is only by 
making money that the Government can expect the people 
to support the Red Cross, the Y. M. C. A., to buy Liberty 
Bonds and contribute in other ways to the successful financing 
of the war. The Government expects you today to make 
some sacrifices but they do not consider it sacrificing or doing 
your duty for you to do business at a loss, and the man or 
firm who is selling goods at a loss is just as much of an 
enemy of the country as the one who is profiteering on 
account of the war. 

Must Educate Consumer to Buy Standard Goods. 

Gentlemen, it is your duty to your Government to patron- 
ize only such manufacturers as are assisting the Governmert 
in the conservation of materials, fuel, etc., by standardizing 
their goods and cutting out the less essential models. It 15 
your duty to help educate the consumer to buy standard goods 
and by doing your duty you are not only assisting the Gov- 
ernment but you are helping yourself. Take, for instance, the 
dealer who handles plows. By cutting out the left-handed 
plow he only has his money invested in one plow where he 
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had two before. He has only to keep repairs for one plow 
where he had to keep repairs for two before, and so on 
with the grain drill, the wagon and all other lines of mer- 
chandise which you dealers handle. You will find that by 
doing your duty to your Government you are helping your- 
self, and that you can reduce your stock without in any way 
curtailing your business. 
Hardware Retailers Will Do Their Duty. 

The Government has found it necessary to license the 
wholesale and retail groceries to do business and lay dowr 
certain rules by which they can do business, because it is said 
that “Food will win the war.” Now I claim that “Food will 
help win the war,” but that it will take “Iron and Steel” to 
finish the job, and it may be necessary for certain restrictions 
to be placed on the sale of this product but I believe that the 
retail hardware merchant will see his duty and do it, without 
the necessity of putting a club over him to make him do it. 

The Gevernment found it necessary recently to add fifteen 
holidays to the calendar in order to conserve fuel. If the 
people had taken the advice of various members of the Council 
of National Defense last summer and put coal enough in their 
bins for the winter, this drastic action would not have been 
necessary at this time; and if you gentlemen do not take 
time by the forelock and do your duty some drastic action 
may be necessary to compel you to do it. 

Problem of Getting Goods. 

You are going to be up against one of the greatest prob- 
lems that you have ever had to contend with this spring, 
and that is the matter of getting goods, not that the manu 
facurer is not going to be able to make it, but because the 
railroads are not going to be able to handle it. There is 
hardly a manufacturer today but what is running his fae 
tory to full capacity and when the spring opens up the 
farmer will want the goods that these factories are now 
making in order to plant a greater acreage than he has ever 
planted before; and it is your duty to your Government to 
see that he gets them. The only way you can do your duty 
is for you to place your orders for shipment at least a month 
earlier than you have been doing and see that you have the 
goods on hand when he wants them. 

Dealers Must Plan Ahead. 

There is this one thought that I want to impress upon you, 
and, in fact. try to drive it home with all the emphasis pos 
sible “If vou expect to do business at the old stand this year 
you will have to anticipate your wants and have the goods 
on hand when the consumer wants them.” You won't be able 
to telegraph an order in and ask to have it followed with 
tracer, because tracers are forbidden unless the shipment 
has been out so long that it is considered lost. 

The Mail-Order House Enemy. 

Gentlemen, by doing your duty this year you will not only 
he fighting the enemy across the water, but you will be throw 
ing a bomb into the camp of the worst enemy that you have 
on his side of the pond, the mail-order house. If you do 
your duty you will have the goods on hand when the con 
sumer needs them and this means “Service” and the mai! 
order house will not be able to give service this year, because 
the traffic congestion of the country today will not permit it 

Suggests Closing Stores an Hour Earlier. 

It is your duty to get together with the other merchants in 
vour home town and do things that will be of benefit to the 
country. For instance, you could agree among yourselves to 
close vour stores an hour earlier, do just as much business, 
help save fuel, and power, and go home to your evening meal 
with a smile instead of that tired-out grouch that you have 
been greeting your family with in the past. I am told that 
the merchants of Hammond, Indiana, got together and agreed 
with the farmers that if they were short of help when harvest 
came they would close their stores two days a week if neces- 
sary and go out and help harvest their crops—another bom) 
for the mail-order house. 

Pieads for Greater Efficiency. 

There is a shortage of food, fuel, iron, steel and of man 
power. The great American farmer is going to do his duty 
and raise the greatest crop the country has ever produced 
The manufacturer is studying efficiency and doing all in his 
power to save fuel, iron. steel and man-power: the transpor- 
tation companies are doing their best to speed up deliveries 
and now it is your duty to do vour bit by putting into effect 
more efficient methods, standardizing your stocks and stopping 
the leaks in your stores. 

Place Orders Early to Relieve Traffic Congest’on. 

It is your duty to help in everv way possible in the con 
serving of food, fuel, materials and man-power, and to assist 
the railroads in relieving the congestion of traffic, by placing 
your orders early and for immediate shinment. We are 
sendiny millions of our young men across the ocean to fight 
for Liberty, and it is our duty to do our share of the fight 
ing that must be done at home. When our young men are 
willing to give up their lives in the fight to carry the flag 
that has never met defeat, to victory we who are staying at 
home must he willing to make some sacrifices. 

And in conclusion let me say that your duty to your 
Governrent is to do everything in your power to assist the 
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Government in carrying this war to a successful end, and it 
is needless for me to say to victory, so that we can show to 
the world at large, that no matter where Old Glory waves on 
land or sea that it must be and shall be properly respected. 

A slight reversal of the order of the printed pro- 


gram was made and W. R. Thompson of Detroit, 
Michigan, preceded S. R. Miles. His subject was 
“Accounting as a Basis of Business Knowledge.” He 
dwelt at length upon the prime necessity of co-opera- 
tion in business, which he defined as co-efficiency. He 
said that co-operation suggests more than a mere com- 
bination. There is no place under the Constitution of 
the United States, he continued, for combinations 
which, in perhaps the majority of cases, operate in re- 
straint of trade. Co-operation on the other hand is 
the thing which the business interests of this country 
need most of all for the maintenance of our national 
prosperity. Our first duty today, in order to supply 
funds to our Government, is to produce more busi- 
ness and more profits. This end can be achieved only 
through greater co-efficiency on the part of all mer- 


chants and manufacturers. Co-operation is the hand- 
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P. J. Jacobs, 
maiden of social service and public welfare. If we are 
to back 
profit. 


our Government we must turn waste into 
There is no more effective instrument for this 
purpose than a proper accounting system, by means of 
which to eliminate extravagance and wastefulness 
After adjournment at 4 o'clock, a quarterly meeting 
of the Hardware Dealers’ Mutual 
Fire Insurance Company of Wisconsin and of the 
Wisconsin Hardware Limited Mutual Liability Insur 


at 8 o'clock 


Directors of the 


ance Company was held. In the evening 
a theater party was given at the Majestic Theater in 
Grand Avenue by the hardware jobbers and manu 


facturers of Milwaukee to the retailers and their 
ladies. 
THURSDAY, FEBRUARY 7, 1918. 
Thursday morning’s session was devoted to a re 
port of the trade survey of the National Retail Hard 
ware Association and to a discussion of queries from 


the Question Box, which was presided over by C. T 
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Woodward, ex-president National Retail Hardware 
Association. At 2 P. M. the session was opened with 
an extra address not down on the printed program. 
D. A. Merriman, Assistant General Sales Manager 
American Steel and Wire Company, Chicago, deliv- 
ered an extemporaneous and very interesting address 
on the general business situation with particular refer- 
He affirmed the neces- 
He de- 


ence to the production of steel. 
sity of doing more business than ever before. 
clared that appeals to patriotism are not enough. The 
slogans about food, ships, and fuels winning the war 
are idle words unless every citizen gives his whole 
heart and soul first, last, and all the time to the sup- 
port of the Government. He said that the steel situa- 
tion has been very bad on account of the weather con- 
dition and the great traffic congestion resulting there- 
from. fe did not look for any improvements for 
some time to come. There is a great scarcity of all 
steel products. The losses of production due to ab- 
normal conditions amounted, he said, in round figures 
to two million tons. This is a loss which it will be 
difficult to replace. He believed that we will never 
get back to old conditions, that wages will continue 
to maintain a higher level than during the days before 
the war period. This he declared is best for all of us. 

He urged retail merchants to get their orders in ahead, 

saying that the man who is going to make the money 

is the man whose order is already on the books. He 
asked the retail hardware men not to blame the man- 
ufacturers and jobbers for delays in filling orders. 

They are doing the best they can, and, of course, are 

supplying the Government first. 

Mr. Merrimann was followed by Walt S. Goodwin 
who discussed “Advertising and Selling,” and by 
Thomas A’ Knapp of Chicago who spoke entertain- 
ingly and instructively on “Training Sales People.” 

FRIDAY, FEBRUARY 8, 1918. 

The morning session, Friday, was taken up with 
reports of committees and discussion of problems 
presented in the Question Box. The resolutions pre- 
sented to the Convention and unanimously adopted are 
remarkable in many ways. They show careful think- 
ing and planning. Particular attention is directed to 
the set of model resolutions to be used by conventions 
and associations of merchants for the expression of 
loyalty and patriotism. The following is a complete 
text of the various resolutions adopted: 

Suggested Form of Resolutions to Be Adopted by Con- 
ventions of Patriotic Men and Women Everywhere. 
WuerEAs, the President of the United States has 

declared that our present and immediate task is to 

win the war; and, 

Wuereas, He has set forth that the chief aim of 
the war is to secure a permanent peace guaranteed by 
a partnership of free nations. 

THEREFORE, BE IT RESOLVED, that the Wisconsin Re- 
tail Hardware Association pledge its loyal support to 
the Government of the United States in the prosecu- 
tion of the war and further, 


Be rr Resoivep, that the Wisconsin Retail Hard- 
ware Association, individually, and as a body, in every 
available manner make known the high purpose and 
object of the war to the end that at its conclusion a 
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League of Nations to safeguard an enduring peace 
may be established, and 

Be If FURTHER REsoLveD, that copies of this reso- 
lution be sent to the President of the United States, 
the Senators representing the State of Wisconsin at 
Washington, and to the Hon. William H. Taft, Presi- 
dent of the League to Enforce Peace, 70 Fifth Ave- 
nue, New York. 

WuerEAs, the 65th Congress during its first session 
provided a War Tax of One Cent on all Postal Cards 
and outside Letters, the revenue therefrom to be used 
for war purposes; and 

WuHereEAs, due to the fact that Drop Letters are 
already paying a profit of about 700 per cent, they 
omitted to place a War Tax on them; and 

WHEREAS, they also increased the present almost 
free mailing rates of Second-Class Mail ( Periodicals ) 
the largest portion of which increases apply solely to 
the high priced advertising pages, the revenue derived 
from Second-Class Mail not being a War Tax but 
used to pay in part the cost of distribution, which 
advances when in full effect will still leave an annual 
loss of about $50,000,000 on Periodicals ; 

THEREFORE BE IT RESOLVED, That we heartily sup- 
port all of the above legislation and that we will loy- 
ally and cheerfully pay the War Tax on our Letter 
Mail, but solely on condition that no repeal be made 
of the advanced Second-Class rates, which when in 
full effect will pay only about one-third cost. 

We request that our Congressmen make it their duty 
to see that no change be made in the above postal leg- 
islation until after it has had thorough trial, and that 
any changes made later be in the direction of a rate 
upon the Second-Class more nearly covering cost of 
service. 

Additional Resolutions. 
Our Nation. 
This is the most momentous time in all history. We are 
engulfed in a struggle of nations for military mastery on the 


one hand and freedom for all the people of the world on the 
other. 

We express our most earnest belief in the righteousness 
of the principles for which we are at war. 

As an association and as individuals, we pledge our un- 
wavering support to the administration in whatever ways 
that seem advisable to the end that our Nation shall attain 
a victorious peace. 

We have unbounded faith in the men of our land who 
have gone out from our hearts and homes in every walk of 
life in defense of our flag and the sublime principles for 
which it stands. 

To those men we pledge every moral and material assist- 
ance to the extreme limit of our ability. 

In their hands rests the destiny of our Nation and all the 
sacred rights of humanity and we feel from our hearts that 
they cannot fail in their glorious task. 

Ours shall be the task of rendering worthy tribute and 
appreciation to those who fight our battles, to extend com- 
fort and support to their widows, orphans and other de 
pendents, to care for the maimed and disabled. 

To those of our men who give their lives in this cause, 
we promise that their heroism and their sublime sacrifice 
shall be forever enshrined in the memory of a grateful nation 


A Measure of Defense. 


Should the war end leaving the present form of govern- 
ment in Germany still in power, a large part of every dollar 
given in trade to Germany afterwards would again be used 
by that government to further imperial and military ends «s 
has been the established practice there for the past half cen- 
tury or more. 

It is therefore of first importance that we take steps now 
to safeguard ourselves and democracy against such further 
aggressions. 

The proposed action carries no thought of revenge or 
punishment, but is one of self-defense based upon the loxic 
that only through industrial intercourse with the United 
States can the military party of Germany secure the sinews 
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with which to precipitate a second war upon ourselves and 
other countries. 

THEREFORE, BE It Resotvep, That we place ourselves on 
record as unalterably opposed to re-establishing trade rela- 
tions with Germany following the war, unless its government 
is reorganized on a basis of strict accountability to its people. 

Universal Training. 

The present world war has brought home to us in un- 
mistakable terms the necessity for the development and main- 
tenance of such defensive measures as will effectively safe- 
guard our nation and its institutions against foreign 
aggression. 

This can and should be accomplished in such manner as 
to leave our country free from the burden and expense of a 
vast standing army and the dangers of militarism while at 
the same time making provision such that a trained and 
equipped army of whatever size required can as needed be 
immediately assembled from civil life. 

We believe that intensive training for six months for 
all boys at the age of 19 will not only be a fundamental step 
in the direction of effective preparedness but will regenerate 
manhood, making better citizens and contribute vitality to 
the progress and security of the nation. 

THEREFORE Be It Reso_vep, That we favor universal mili- 
tary training of the kind proposed in the Chamberlain Bill, 
and request our representatives in Congress to support this 
measure at the present session and do what they can to 
secure its enactment. 

Nationalization. 

The danger incident to the presence among us of foreign- 
ers who are either hostile or unfriendly to our form of Gov- 
ernment, or have criminal tendencies, has brought home to 
us very forcefully as a result of this world crisis. 

We believe the time has come when we should no longer 
harbor within the boundaries of the United States or its pos- 
sessions any little Italys, Greekvilles, New Swedens, Ger- 
manys, Russias, etc. 

The business of the country should be transacted in the 
English language. The schools should all teach the English 
language, church services should be conducted in English 
and every newspaper in the United States printing anything 
in a foreign language should be required to print an English 
translation of every such article. 

We believe that greater care should be exercised in ad- 
mitting the foreign born for residence or naturalization. 
Those who lack the elements from which good citizenship can 
be developed should be excluded and it should be a fixed 
state and National policy to develop in those worthy of 
naturalization a good understanding of our Government and 
its institutions and the principles for which it stands and 
inculcate in their minds the principles of good citizenship and 
love for the flag of their adoption. 

Price Standardization. 

We are firmly convinced that predatory price cutting that 
renders the handling of merchandise unprofitable tends to 
drive articles so handled off the markets and is therefore un- 
fair to other merchants and the manufacturer and should be 
classified as restraint of trade. 

We therefore reaffirm our approval of the Stephens 
Standard Price Bill, and respectfully urge the Federal Trade 
Commission to recommend it to Congress. 

Retail Economics. 

We heartily approve of the movement recently under 
taken by the Chamber of Commerce of the United States 
to establish a Bureau of Retail Economics through which it 
was purposed to devote attention to the problems of the 
retailer and encourage better methods of merchandising, 
and we urge that organization not to abandon this excellent 
project, but to establish it at once, believing that it will help 
the retailer and the consumer and advance the commercial 
interests of the United States. 

Bi-Partisan Advertis'ng. 

We condemn as unfair and untruthful all mail order 
advertising that pictures local merchants as extortioners and 
casting reflections on their integrity and usefulness, and it 
is our firm conviction based on results that advertising of this 
character renders valueless the use of the same advertising 
medium for any publicity designed to promote patronage of 
local merchants. 

Fair Play. 

We commend those farm papers who are keeping their 
advertising columns clear of all matter injurious to the retail 
dealer and we further congratulate them on their splendid 
efforts in the sum»ort of the small town. 

_ We also commend the Butterick Publishing Company for 
its open stand in closing its publication to all mail order 
advertising. 

Every retail merchant should support all publications of 
this class and co-operate with them in spreading the propa- 
ganda they have launched in the interests of home trading. 

Postal Matters. 

We note the. Post Office Department purposes to increase 
the weight of parcels post packages and we are firmly of the 
opinion that the more general carrying of freight in the 
mails is not within the proper function of the postal service ; 
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that the general efficiency of the service will be still further 
impaired by the proposed extension of the weight limit; that 
the efficiency of the railroad service both passenger and 
freight will be decreased if such a burden is placed upon it; 
that whatever benefits there are will accrue only to a few 
favored interests while very substantial harm will be in- 
flicted upon the public, small business men, and the country’s 
transportation system. . 

We especially condemn the ruling of the Post Office 
Department by which mail order houses are subsidized to 
the extent of many millions of dollars every year through 
reductions in the postage on their catalogs while the small 
merchants of the country are excluded from the benefits of 
this ruling by arbitrary specifications in the matter of weight 
and binding of catalogs and circular matter. 

Objectionable Contracts. 

There has been much complaint from members this past 
year in the matter of “advance orders” and the contracts 
covering same. 

Shipments of goods so purchased were often delayed until 
the selling season was far advanced or practically past 
necessitating the carrying over of stock, while those who 
bought later following advances got their orders promptly. 

Investigation discloses that the usual contracts and order 
forms which dealers are asked to sign are either indefinite as 
to time of shipment or else the date is disregarded and the 
phrasing provides all kinds of loop-holes by which the shipper 
may evade the fulfillment of his part of the contract while 
similar leeway is refused the dealer who is bound by the 
terms to accept the goods as described regardless of circum- 
stances and is liable for full value of same. 

THEREFORE Be It Resotven, That we condemn all such 
contracts as objectionable and unfair and recommend that 
members refuse their signatures to all written instruments 
and agreements which do not accord the dealer privileges 
and immunities like in character to all those reserved for 
the seller. 

Strengthening Credits. 

Present business conditions are momentous. 
normal; credit tends toward unsafe extension. Far more 
capital is required than formerly to maintain stocks and 
cover expenses; former credit methods are daily becoming 
more unsatisfactory and hazardous and promise eventual loss 
to the dealer who does not put them on a strictly modern 
business-like basis. 

It is therefore recommended and urged that dealers 
change their plan so that their sales may be put nearer on a 
cash business. Mark every article in plain figures at the 
price it must sell for cash. Require the customer who seeks 
credit to pay the extra costs of this accommodation 

Establish credit limits as banks do, and refuse further 
accommodation until settlement is made. 

Make it a fixed principle to know of the responsibility of 
your credit customers. Collect promptly. ; 

Hardware Accounting. 

The National Retail Hardware Association has evolved a 
simple effective system of accounting that will meet the re- 
quirements of hardware merchants 

This step is timely and important. Never in the history 
of retailing has an accurate statistical knowledge of all the 
vital elements of one’s business been so essential to success 
in retailing as now. 

THererore, We recommend this accounting system to 
the members and suggest to those who are not properly 
equipped that they adopt all or such portion of this system 
as may he required to give them a thorough working knowl 
edge of their business 


Prices ab- 


Standardization. 

We express our hearty approval of the efforts 
made by manufacturers in the matter of standardization of 
certain classes of goods and the discarding of such styles, 
numbers, sizes and other variations from type as are supet 
fluous and unnecessary 

We urge also that there be 
made in form, finish, dress, etc., of 
where such changes add nothing to the, usefulness or work- 
ing value of the goods. 

We assure such manufacturers that we approve of the 
elimination of such waste and tender our co-operation for 
the proposed changes 


At the afternoon session the chief topic was “Credits 


being 


fewer superficial changes 
various lines of goods, 


and Collections.” HH. ©. Roberts, secretary Minnesota 
Retail 


speaker. 


Hardware Association, was the principal 


The Committee on Nomination presented 
its recommendations which were unanimously ap 
proved, and the following men were elected as officers 
for the ensutng year: 

President: B. L. Warrer, Green Bay. 
Vice President: A. J. Srranc, Richland Center. 


Secretary-Treasurer: I’. J. Jacons, Stevens Point. 
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Members of Executive Committee: E. J. Kraus, 
Milwaukee; L. Hirsic, Madison. 

Delegates to National Convention: B. L. WatrTer, 
Green Bay; A. J. Srranc, Richland Center; P. J. 
Jacoss, Stevens Point; A. O. DaLBerc, Amery; H. E. 
Becker, Beloit ; Huco PRANGE, Sheboygan. 

After the final adjournment at four o'clock, the 
meeting of the executive committee and officers was 
held. The convention came to a close with every one 
determined to carry out the policies of the Association 
and to leave no efforts untried for the promotion of a 
high degree of efficiency in business and unqualified 
loyalty to our country. 

CONVENTIONALITIES. 

Genial, good-natured, and amazingly efficient, the 
Secretary of the Wisconsin Retail Hardware Asso- 
ciation, P. J. Jacobs, of Stevens Point, kept the com- 
plex machinery of the Convention running smoothly 
and without confusion from the beginning to end. 

The exhibit of E. I. du Pont de Nemours & Com- 
pany of Wilmington, Delaware, was the largest and 
most comprehensive which that Company ever dis- 
played at any former conventions of the Wisconsin 
Retail Hardware Association. It was in charge of 
H. W. Wivel, J. M. Wulpi, W. D. Stannard, and V. 
M. Weeks. It included samples of commercial chem- 
icals, farm explosives, dyes, paints, fabrikoid leather 
substitutes, try-gun, hand-trap for clay pigeon shoot- 
ing, etc 

R. J. Schuppendr, sales manager of the Milwau- 
kee Corrugating Company, Milwaukee, Wisconsin, 
greeted visitors to that Company’s booth with a heart- 
warming hand-clasp and cheering words of welcome. 
He was assisted by the following salesmen of the 
Company: Tom Evans, J. M. Smith, Archie Schader, 
C. Willman, and I. Naylor. He reports excellent 
business and encouraging prospects for the future. 

R. J. Schwab & Sons Company of Milwaukee, Wis- 
consin, manufacturers of “Gilt Edge” warm air heat- 
ers, were represented by Frank E. Wherry and George 
E. Murphy. Twenty-nine years ago, Mr. Murphy 
learned his first lessons in pattern work from the pages 
of AMERICAN ARTISAN AND HARDWARE REcorpD, and 
he attributes much of his subsequent success to the 
helpful instruction which he received from its col- 
umns. 

A cross-section of a bungalow, showing actual in- 
stallation of a Thatcher warm air heater, constituted 
the exhibit of the Thatcher Furnace Company of Chi- 
cago, Illinois, which was in charge of R. C. Cook, 
sales manager, and W. R. Williams, Wisconsin sales 
representative of the Company. The Company’s busi- 
ness in Wisconsin is flourishing and the general out- 
look is very good. 

W. G. Harms was manager of the exhibit of the 
Rock Island Register Company of Rock Island, IIli- 
nois, and associated with him was J. J. Burgess. Mr. 
Harms stated that there was considerable demand for 
copies of his Company’s new pamphlet, entitled, “How 
to Make a Real Heating Plant of the Pipeless Fur- 

nace.” This pamphlet gives diagrams and full in- 
structions for the purpose and is sent to dealers on 
request. 
Optimism is the keynote to the successful salesman- 
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ship of J. E. Dekker who smilingly represented the 
Buffalo Sled Company of North Tonawanda, New 
York. He declared that the Company’s sales are 
steadily increasing and expressed himself as thor- 
oughly satisfied with the prospects in his territory, 
which includes Wisconsin, Michigan, Illinois, and 
Indiana. 

Ed Harms and C. B. Mattison were in charge of the 
exhibit of the Meyer Furnace Company of Peoria, 
Illinois. They made hosts of new friends for their 
Company by their pleasant manner and convincing 
descriptions of the merits of the “Weir All Steel 
Warm Air Heater,” manufactured by the Meyer Fur- 
nace Company. 

Louis E. Swane of Neenah, Wisconsin, represent- 
ing the Jewel Line of stoves and ranges, was much 
in evidence in the Main Arena where the exhibits were 
located. ollowing his custom of former years, he 
distributed leather-bound vest-pocket books combin- 
ing many useful features and tables of information 
with pages for daily memoranda. His sunny smilie 
and pleasant words endear him to scores of hardware 
men. 

The exhib't of the American Steel & Wire Company 
attracted much favorable attention. It was in charge 
of H. A. Squibbs, assistant manager of the Fence De- 
partment, and Frank Thompson, division manager for 
Wisconsin, ably seconded by the following traveling 
sales representatives of the Wisconsin territory: Louis 


Harter, rank Geks, Hl. B. Boutwell, and Grant 
Phillips. 
Sam T. White of the White Lily Manufacturing 


Company, Davenport, Iowa, received many warm con- 
gratulations upon his wonderfully patriotic speech. 
His Company's booth was tastefully arranged and in- 
telligently managed by E. L. Burdge who declared 
that business was booming. 

W. G. Hume of Peoria, Illinois, and W. I. Me- 
Namara of Oshkosh, Wisconsin, were the able repre- 
sentatives in charge of the exhibit of the Keystone 
Steel & Wire Company of Peoria, Illinois. They re- 
ported business as being very good and were quite 
optimistic regarding the prospects for still greater 
prosperity in their industry. 

The theater party at the Majestic Theater in Grand 
Avenue Wednesday evening was a credit to the mem- 
bers of Wisconsin Retail Hardware Association and 
to their hosts, the hardware jobbers and manufactur- 
ers of Milwaukee. The ladies of the hardware retail- 
ers were charming and gave an air of enjoyment to 
the party. 


— = 
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WORK MUST HAVE RIGHT PURPOSE. 





You do not very much dislike to work, and still you 
do not work much, merely because it does not seem 
to you that could get much for it. This habit of 
uselessly wasting time is the whole difficulty; it is 
vastly important to you, and still more so to your chil- 
dren, that you should break the habit. It is more im- 
portant to them, because they have longer to live, and 
can keep out of an idle habit before they are in it, 
easier than they can get out after they are in.—I_in- 
coln. 
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PATRIOTISM DOMINATES CONVENTION OF 
NEBRASKA RETAIL HARDWARE 
ASSOCIATION. 


In harmony with the spirit of patriotism which is 
the controlling factor in all the State conventions of 
retail hardware associations throughout the country, 
the annual meeting »f the Nebraska Retail Hardware 
Association, which was held in Lincoln, February 5, 
6, 7, and 8, 1918, was aflame with sentiments of devo- 
tion to the Great Cause for which our people are bat- 
tling here any abroad. The routine business of the 
Convention was conducted with due regard for its 
necessity and no matters of vital importance in mer- 
chandising were overlooked. But it was manifest that 
the compelling motive of the assembly was at all times 
superior to individual interests. Uppermost in the 
minds of all present was the thought of unselfish serv- 
ice to our Government. Everywhere expressions were 
heard of loyalty to our Army and Navy. Indeed, it is 
doubtful if ever before in the history of the United 





Nathan Roberts, Secretary Nebraska Retail Hardware 


Association. 


States such a whole-hearted willingness to sacrifice 
every possession to the needs of America was so 
strongly in evidence. The report of Secretary Nathan 
Roberts may be taken as the summing up of the spirit 


of the Association. Its text in full is as follows: 
Report of Secretary Nathan Roberts, Nebraska Retail Hard- 
ware Association, February 5, 1918. 


In the spirit of true Americans we meet today on the 
threshold of what in all probability will prove a time that 
will test and try what kind of stuff we are made of. We are 
in it good and deep, but we believe our cause is just and the 
spirit of ’76 will win for us the victory that will pass into 
history as one of the greatest achievements of the ages. 

I cannot better express what it means to us than by using 
the words of Leon HatTreNBACH when he says: “We'll do our 
duty to our Country, our Flag, and our fellow men, we'll do 
all that is asked of us and a lot more. We know what is 
needed to conserve food, eliminate waste, curtail expense, 
Promote production and win this war. We know that every 
one of us is a mighty big cog in the great wheel of prog- 
ress and that every time a cog slips the machinery slows up. 
We know the program of our Government and we are strong 
for it. We know that each of us plays an important part 
in the game and we'll do our best. There’s not a slacker 
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amongst us. We are clean-cut American business men and 
we are proud of it. We love our Country above all else be- 
cause it stands for right, equality and justice and fights for 
the freedom of mankind, integrity of our homes, recognition 
of God’s laws. We have faith in our leaders and we'll follow 
them without question and without doubt. We'll fight where 
we must, sacrifice where we should, suffer where it is neces- 
sary, live to accomplish or die in the attempt. We'll act, 
each according to his own dictates based upon our knowledge 
of our country’s needs but always with one object, to do our 
a 
Service Flag. 

In the name of the N. R. H. A. we present to those whose 
names are inscribed on the Honor Roll, and included in the 
101 stars on our flag, which is meant as a mark of our ap- 
preciation of the spirit that has impelled our boys to make 
the sacrifice of home and comforts and perhaps life itself, 
that our institutions of Liberty and Freedom may be per- 
petuated. 

The burden of our prayer shall be that as we have de- 
livered this emblem of Loyalty into their hands, clean and 
free from any stain of dishonor or slackerism that they may 
return it to us unsullied and without a star missing. 

You no doubt have observed that in line with the hour, 
we are trying to contribute what fervor we can to the patri- 
otic spirit abroad in the land and will figure along this line 
until we win the day. 

National Retall Hardware Association. 

As an association we have had a most successful year 
and it would appear to us as if nothing can prevent our prog- 
ress upward and onward. However, it is perhaps not wise 
to be too optimistic and perhaps it is well for us, if possibie 
while hoping for the best to prepare for the worst. 

There is one feature of our work as an association that 
does not appeal to us as being co-ordinate with our general 
success, I mean that whereas reporting as I do twenty-six 
members having sold out during the year, twenty being sus 
pended for non-payment of 1916 dues and 38 delinquent for 
1917 dues, demonstrates that our work is not as good as it 
might be, in other words we would like to see every hardware 
man doing business in the state of Nebraska prosperous to 
a point that his business commanded a premium. Presume, 
however, that we have not yet reached that happy period 
called the millennium when men will cease to make mistakes 
and blunders. Instead of using your valuable time in taking 
up in detail the various points of interest and recommenda 
tions for future work and achievement, I will simply and 
briefly enumerate to you under the different heads the sub 
jects that will be handled by our Resolutions Committee, an:] 
1 am of the opinion that if you remain over until Friday 
afternoon you will be well repaid for your time. Among the 
many features recommended in this report that is the measure 
of defense regarding our attitude with Germany following 
the war; the recommendation for universal training as pro 
posed by the Chamberlain bill; the question of naturaliza 
tion and that of doing business from now on in the English 
language only. The quest‘on of price standardization along 
the line of the Stephens bill; the question of by-partisan ai! 
vertising; that of postal matters; objectionable contract 
strengthening credits: hardware accounting; the standardiza- 
tion along the lines of manufacturing; one cent letter postax« 
in which the supporters of the measure claim that it costs 
the Government $89,000,000 per year to carry the products of 
magazine publishers. We also present you an interesting 
program on Wednesday in which some pertinent and vital 
questions are to be taken up. 

Annual Directory. 

As in former years we are preparing for you our annual 
directory, this will be mailed following our convention, so 
planned that we will have a complete list of all our members 
up to date. Permit me to suggest to you as I have done on 
former occasions that you preserve and take care of this 
publication. The compiling of it has been a big man’s joo 
and doubtless you will find sufficient use for it to fully repay 
for the strenuous work put upon it. Permit me to sugges: 
that you hang it up by a cord in a handy place for constan’ 
use. We feel that it is due the people who help us to get 
up this directory that our members should, everything else be- 
ing equal, favor them with their patronage as much as pos- 
sible 

Grievances. 

We are pleased to report that the percentage of grievances 
that have reached us this year is indeed very small. From 
which fact we draw the inference that the ethical channels of 
trade are being more closely observed. 

Exposition. 

We present you this year from the hands of our Booster 
Club the very best exposition in our history as an Association, 
and we hope in presenting this to you in so complete and up 
to date a manner that you will appreciate the efforts put forth 
by those who would interest you in their lines. 

Freight Collections. 

We keep pegging away at collections on freight over- 

charges and while we do not have a very large showing it 1s 
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like finding it; we collected this year something over $70.00 
and at the present date have quite a number of bills not yet 
reported 

lIronmonger. 

We paid this year $422.45 on account of our own publica- 
tion, we have received from this source $313.92, and there is 
due us from advertising $20.00, leaving a deficit of $88.53 on 
the Ironmonger account. We do not know that this little 
magazine is desired or appreciated by our members; if it is 
we think they ought to at least keep it on an even balance. 

Membership. 
Our general report shows on membership last year— 
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We regret to report the following deaths as far as they 
have come to us: J. E. Kriepter, Fullerton; J. Sco Mrerpa, 
Swanton: C. E. Lunpcren, Wausa; A. M. Friesen, Jansen; 
E. L. Unuic, Holdrege. “They were of those whom we have 
loved and lost, but we will join their goodly company some 
glad day.” 

Field Work. 

Regarding Mr. Dietz’ work, we report from April to De- 
cember Ist, 55 new members; dues collected, $218.00; delin- 
quent dues collected, $245.00; joint expense on business done, 
$560.00, or $97.49 in excess of the income. While this account 
shows that the expense of field work is in excess of the in- 
come, still we believe that the work he does is of inestimable 
value to the Association and cannot very well be dispensed 


with. 
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MICHIGAN RETAIL HARDWARE ASSOCIATION 
HAS FINE PROGRAM. 


The annual convention of the Michigan Retail 
Hardware Association will be held ebruary 12, 13, 
14, and 15, 1918, in the New Bancroft Hotel at Sagi- 
naw, Michigan. A comprehensive program has been 
arranged and it is predicted by the officers of the As- 
sociation that the attendance will exceed all former 
records. 

There will be ample entertainment features to pro- 
vide that relaxation which is necessary between busi- 
ness sessions and delegates who attend will enjoy a 
period of healthful mental and physical diversion from 
the care of business that is bound to send them back 
home better than ever prepared to assume the responsi- 
bilities which are incident to handling of an up-to-date 
hardware store today. Every hardware man in Mich- 
igan will be accorded a hearty reception at the conven- 
tion. It matters not whether he is at present a mem- 
ber of the organization or not. 

The program in full detail of the convention is as 


follows: 


Tuesday, February 12, 1918. 
Morning. ’ 
9:00 ALM. 
The doors will be opened to the exhibits in the main 
hall of the Auditorium. The office of the Secretary 
will be found at the right of the main entrance and 
members are requested to register here immediately 
upon arrival and receive identification badges, theatre 
tickets, etc. 
Clerks will be on hand to receive applications for mem- 
bership and dues from both active and associate 
members. 
11:00 A.M. 
Meeting of the Executive Committee in Room No. 212, 
Hotel Bancroft. 
12:00 Noon. 
The Exhibit Hall will be closed. 
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Afternoon. 
(Open oe in the Convention Hall, Hotel Bancroft.) 
1:30 P.M. 
Everybody who is in any way interested in any branch 
of the hardware business is invited to be present. 
Meeting called to order by President James W. Tyre, 
Detroit. 
Invocation. 
Song, “America.” Sung by the delegates, led by Wm. 
Moore, Detroit. 
Address of Welcome by Hon. H. F. Paddock. 
Response to Address of Welcome by Charles A. Ire- 
land, Ionia. 
Annual Address of the President. 
Announcement of committees. 
Address, “The Saginaw of Today,” Julius B. Kirby. 
Song by the delegates. 
Patriotic Address, Rev. J. A. Dunkel. 
Remarks by manufacturers, wholesalers, and the press. 
Adjournment at 4:00 P. M. 
All members appointed for committee work should 
remain and arrange for meetings of their committees. 
4:00 P.M. 
The Exhibit Hall will open until 6:30. 
Evening. 
Big Time Vaudeville. Jeffers-Strand Theatre. 
Wednesday, February 13, 1918. 
Morning. 
(Open Session. Everybody Welcome.) 
8:30 A. M. 
Meeting called to order. . 
Opening song by the delegates. 
Address, “The Determining Factor in Business,” E. G 
Weir, Dowagiac. 
Discussion of the above subject. 
Address, “A Merchant’s Duty to His 
T. N. Witten, Trenton, Missouri. 
Adjournment at twelve o’clock. 
12:30 P.M. 
The Exhibit Hall will be opened at this time and will 
remain so until 6:00 o'clock. 
7:30 P. M. 

Exhibit Hall will be open to the public until 10:30. 
Evening. 
the Convention 
Dealers Only.) 


Community,” 


(Closed Session in Hall for Hardware 
7:30 P.M. 
Annual Report of Secretary Arthur J. Scott, Marine 
City. 
Annual Report of Treasurer Wm. Moore, Detroit. 
Address. “Stock Arrangement,” Geo. W. Leedle, 
Marshall. 
Discussion. 
The balance of the evening will be devoted entirel\ 
to the “Question Box” in charge of J. Charles Ross. 
Kalamazoo, Walter C. Rechlin, Bay City, and J. B 
Draper, Detroit. 
Thursday, February 14, 1918. 
Morning. 
(Open Session.) 
8:30 A. M. 
Opening song by the delegates. 
Address, “The Training of Salespeople,’ 
Knapp, Chicago. 


Thomas A. 


Discussion. 
Adjournment at twelve o’clock. 
Afternoon. 
12:30 P.M. 


Exhibit Hall will again be open until 6:00. Try to 
have a personal talk with every exhibitor and dont 
forget the prizes offered in the Buyers’ contest. 

Evening. 

6:30 P.M. 
SJanquet for hardware men at the 
(music by Saginaw Orchestra). 
Patriotic Address by B. W. Pullinger, Detroit. 
Vocal Selections by Mueller Brothers. Quartette. 
Vaudeville Acts. 
Friday, February 15, 1918. 
Morning. 


Masonic Temple 


8:00 P.M. 
The Exhibit Hall will be open until twelve o’clock 
Don’t go away without placing an order with every 
exhibitor whose lines of goods you can use to adyan- 
tage. Turn in your Buyers Register at the Secretary $ 


office. 
Afternoon. 


(Executive Session for Retail Hardware Dealers On! 
1:30 P. M. 
Reports of committees on Constitution and By-!.aws, 
Auditing and Resolutions. 
Consideration of committee reports. 
Reports of committee on Nominations. 
Election of officers. 


) 
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Report of the committee on next Place of Meeting. 
Selection of next convention city. 

Unfinished and new business. 

Question Box. 

Adjournment. 

The new Executive Committee will hold a meeting in 
room 212 at the Bancroft Hotel after the adjournment 
of the regular meeting. 


Entertainment Program. 
Monday, February 11. 

Reception to visiting hardware men in the lobby of the 

Bancroft Hotel. Music by the Saginaw Orchestra. 
Tuesday, February 12. 

Theatre Party to visiting members and ladies at Jeffers- 

Strand Theatre. (Vaudeville. ) 
Wednesday, February 13. 

Exhibit Hall open to the public. Organ Recital at the 
Auditorium. Motion picture party for visting ladies at 
Mecca-Palace Theatre. 

Thursday, February 14. 

Banquet for Hardware Men at the Masonic Temple, 6:30 

p. m. Music by the Saginaw Orchestra. Patriotic Address 


by B. W. Pullinger, Detroit. Vocal Selections by Mueller 
3rothers. Quartette. Vaudeville Acts from Jeffers-Strand 
Theatre. 


Reception and Card Party for visiting ladies in Banquet 
Room at Hotel Bancroft. Music, Luncheon and Good Prizes. 


List of 1918 Convention Committees. 
Question Box. 
Charles J. Ross, Kalamazoo, Chairman. 
Walter C. Rechlin, Bay City. 
J. B. Draper, Detroit. 
Nominations. 
Frank E. Strong, Battle Creek, Chairman. 
C. E. Pipp, Otsego. 
Frank Trude, Traverse City. 
P. A. Wright, Holly. 
J. J. Vandermeer, Grand Rapids. 
Charles H. Miller, Flint. 
George Kidd, Detroit. 
Auditing. 
Alex. Lemke, Detroit, Chairman. 
Charles A. Sturmer, Port Huron. 
John E. McGraw, Jackson. 
Program and Convention. 
James W. Tyre, Detroit, Chairman. 
John C. Fisher, Ann Arbor. 
Wm. Moore, Detroit. 
Alex Lemke, Detroit. 
Arthur J. Scott, Marine City. 
Constitution and By-Laws. 
F. L. Wolf, Mt. Clemens, Chairman. 
Fred A. Harms, Detroit. 
Adrian De Windt, Evart. 
Resolutions. 
C. E. Dickinson, St. Joseph, Chairman. 
O. H. Gale, Albion. 
Henry C. Minnie, Eaton Rapids. 
Ushers. 
John C. Fischer, Ann Arbor, Chairman. 
L. D. Bailey, Ford City. 
J. F. Carleton, Jackson. 
Ernest Wise, Kalamazoo. 
F. E. Will, Detroit. 
W. R. Plumb, Detroit. 
M. D. Phelps, Flushing. 
Next Place of Meeting. 
J. G. Patterson, Detroit, Chairman. 
Frank Brockett, Battle Creek. 
Charles Gartner, Wyandotte. 
Sergeant-at-Arms. 
M. A. Benson, Saranac. 
J. G. Hartge, Detroit. 
Exhibit. 
Norman G. Popp, Saginaw, Chairman. 
R. W. Baker, Saginaw. 
Geo. Walz, Jr., Saginaw. 
Charles A. Janke, Saginaw. 
Fred Zahner, Saginaw. 
Arthur J. Scott, Marine City. 
K. S. Judson, Grand Rapids, Exhibit Manager. 
Entertainment. 
John Popp, Saginaw, Chairman. 
C. F. Schoeneberg, Saginaw. 
W. T. Spencer, Saginaw. 
A. Jochen, Saginaw. 
H. A. Werner, Saginaw. 
Legislation. 
C. L. Glasgow, Nashville, Chairman. 
Charles R. Foote, Alto. 
Frank L. Willison, Climax. 
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WELL KNOWN FILES ARE EASY TO SELL. 


We live in a very busy world full of very busy 
people. We do not have to travel far to find evidences 
of this. The daily routine of business furnishes hun- 
dreds of examples of the truth of the statement. 
Everywhere we go, we find the same hustle and bustle. 
Everyone we meet seems to be in a very mad rush to 

get somewhere and to do something. Delay 
will not be tolerated. This is a world of 
competition. If we are slow in our actions, 
if we waste too much time, some one will 
get ahead of us, and seize the very things 
that we were bent upon obtaining. All our 
efforts will have been in vain. All our hopes 
Our desires will be left un- 
realized. We 
will be replaced by people who are quicker 
to take advantage of life’s chances. We will 
be cast aside to make room for those who 


will be crushed. 
Our ideals will be shattered. 


are ready to receive and welcome oppor 
tunity the first and only time it knocks. 
“Speed” is the motto of progressive people, 
especially in the business world. 

It is easy to understand, then, why well 
known articles are always the best sellers, 
no matter in what line we may be engaged. 
People are always too busy to be continually 
trying out new articles when there are tested 
and well known articles of the same kind on 
When we buy, we want some- 
We want some- 


the market. 
thing that we know is good. 
thing we have heard of as possessing quality. 
We want something with a reputation. The 
hardware merchant is fully aware of this 
fact. The Nicholson File Company of Provi 
dence, Rhode Island, therefore, claims that 
its brands are of great value to the hardware 
dealer because they have stood the test of 


A 


Nicholson 
File. 


time. They are tried and true. The company declares 
that the dealer who handles the Nicholson files, one 
brand of which is illustrated herewith, is bound to be 
rewarded with large sales. Catalogs showing actual 
photographic reproductions will be furnished upon 
request. 
on 
STORE SERVICE MUST BACK UP FORCE OF 
WINDOW DISPLAYS. 


A newspaper advertisement might be so good that 
it would bring scores to your store, and your windows 
might bring in scores more, but the commercial value 
of both will be absolutely lost if you don't make good 
inside the store. You've got to back up in daily prac 
tice what you say in your advertising. 

Keep everything spick and span—keep the store so 
clean that ladies won't be afraid of soiling their skirts 
when they call. It cught to be so clean and well ar 
ranged that it will be really attractive and inviting. 
But how many stores are? 

Dust things regularly. Return all the cans, etc., used 
in displays to their allotted shelves promptly. The 
goods that you are pushing especially should be brought 
up front—a frequent change of the front is a good 


thing. A dealer in Ohio has a bargain counter on 
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which he puts all odd lots, left-overs, soiled packages, 
etc., of removers, stains, brushes, etc. Everything has 
the price prominently posted. And he stoutly affirms 
that it pays. 

No amount of advertising will give a store a better 
reputation than that produced by those who work be- 
hind its counters. Make your customer feel com- 
fortable—show him that you are anxious to sell him 
the goods that will exactly meet the purpose he has in 
mind. Familiarize yourself and your clerks with the 
goods and their uses. That’s about the whole secret of 
salesmanship—knowing the goods and studying your 
customer’s needs. Study the printed matter sent you 
by the manufacturers, and write them for further in- 
formation in special cases; they're always glad to help 
you. , 





- 
> 


HOW WISE MEN PROFIT. 





Cato the Elder was wont to assert that wise men 
profit more by fools than fools by wise men, for wise 
men avoid the faults of fools, but fools will not imi- 


tate the good examples of wise men. 
saiien 


COMING CONVENTIONS. 


Connecticut Retail Hardware Association, Elton Hotel, 
Waterbury, February 12 and 13, 1918. H. S. Hitchcock, Sec- 
retary, Woodbury, Connecticut. 

lowa Retail Hardware Association, Des Moines, Feb- 
ruary 12, 13, 14, 15, 1918. A. R. Sale, Secretary, Mason City. 

Michigan Retail Hardware Association, Saginaw, Feb- 
ruary 12, 13, 14, 15, 1918. Arthur Scott, Secretary, Marine 
City. 
Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion and the New York State Retail Hardware Association 
Joint Annual Convention, New York City, February 12, 13, 
14, 15, 1918. W. P. Lewis, Huntington, Pennsylvania, Secre- 
tary-Treasurer of Pennsylvania and Atlantic Seaboard Asso- 
ciation, and John B. Foley, Syracuse, New York, Secretary 
of New York Association. 

North Dakota Retail Hardware Association, Gran 
Forks, February 18, 14, 15, 1918. C. N. Barnes, Secretary 
Grand Forks. 

Illinois Retail Hardware Association, Chicago, February 
19, 20, 21, 1918. Leon D. Nish, Secretary, Elgin. 

Missouri Retail Hardware Association, St. Louis, Mis 
souri, February 19, 20 and 21, 1918. F. X. Becherer, Secre 
tary, 5136 North Broadway, St. Louis. 

Minnesota Retail Hardware Association, St. Paul, Feb 
ruary 19, 20, 21, 22, 1918. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis. 

Ohio Hardware Association, Columbus, February 19, 20 
21, 22, 1918. James B. Carson, Secretary, Dayton. 

New England Hardware Dealers’ Association, Boston 
February 20, 21, 22, 1918. George A. Fiel, Secretary, 1¢ 


High Street, Boston. 

South Dakota Retail Hardware Association, Mitchell, 
February 25, 26, 27, 28, 1918. F. J. Shepard, Secretary, 
Mitchell. 

Michigan Sheet Metal Contractors’ Association, Detroit, 
March 6, 7, 8, 1918. Frank E. Ederle, Secretary, Grand Rapids. 

Illinois Sheet Metal Contractors’ Association, Springfield, 
April 3, 4, 1918. D, M. Haines, Secretary, Chicago. 

National Association of Stove Manufacturers, New York 
City, May 8, 1918. T. J. Stephenson, Secretary, Hoosick Falls, 
New York. 

Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918. George H. 
Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

American Hardware Manufacturers’ Association, Tray- 
more Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Sheet Metal Contractors, Mik 
wattkee, Wisconsin, June 11, 12, 13 and 14, 1918. Edwin L 
Seabrook, Secretary, Philadelphia, Pennsylvania. 

_ National Warm Air Heating and Ventilating Association 
Milwaukee, Wisconsin, June 12, 1918. A. W. Williams 
Secretary, Columbus, Ohio. 
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RETAIL HARDWARE DOINGS. 
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lowa. 
Milton Jones has sold his hardware store at Albia to the 
Hawkeye Hardware Company. 
Zahrndt and Joynt, Emmetsburg, have dissolved part- 
nership, the business being continued by Paul Zahrndt. 
The Moon Secor Hardware Company has opened a hard- 
ware store at Vinton. 
George Sies has purchased the hardware stock of C. R. 
Eilson at Marengo. 
Indiana. 
Gocglein Brothers and Company, Fort Wayne, have in- 
corporated their hardware stock for $12,000. The incorpora- 
tors are Valentine J. Goeglein, Gottleib J. Goeglein and Fred 


Ee. Kreiselmeyer. 
Kansas. 


J. A. Knotts of Tyro has acquired the hardware and fur- 
niture business owned by D. Irwin of the same city. 

The Wasson Hardware and Supply Company of Peru 
has purchased the Housel Store building and will occupy the 
same in addition to its present location. 

Robert Phillips has moved his plumbing establishment at 
Cherokee to Mrs. Biles Building on the west side of Vine 
Street. He will add to his stock and will carry all kinds of 
hardware and tinware. 

R. D. Abbott has taken charge of the A. C. Houston 
hardware store and lumber yard at Croft. 

Frank Soellner has bought the Guthridge Hardware busi- 
ness at Zenda. 

C. A. McEwan has sold his hardware business at Dor- 
rance to W. H. Titus. 

Wulf Brothers and William Wilkie have purchased the 
E. W. Gosch Hardware Store at Norwich. 

Michigan. 


The hardware store of O’Brien and Brown at Marce- 
lona was totally destroyed by fire. 
Minnesota. 

C. F Falk has added a stock of hardware to his store 


at Northfield. 

J. A. Jeffers has purchased the hardware stock of the 

|. G. Prahl Company at Bronton. 
Missouri. 

B. I. Hixson of New London is now the sole owner of 
the Hixson Hardware Company in Hannibal, having pur- 
chased the interest of Mrs. R. L. Hixson. 

The name of the McDowell-Keithley Mercantile Com- 
pany at Cabool has been changed to the Graves-Pettigrew 
Hardware Company. 

Fire destroved the entire stock of the Kessler Hardware 
Company at Maryville. 

North Dakota. 

C. P. Peterson and Company will open a hardware store 
at Dawson. 

Ohio. 


The DPD. F. Kent hardware 

completely destroyed by fire. 
Oklahoma. 

Robert R. Short has become a partner in the McNabb 
Hardware Company at Henryetta of which Alex McNabb is 
the head. 

Joseph Nelson has sold his stock of hardware and furni- 
ture at Norman to George Orenbaun of Hillsboro, Texas. 

Fox-Morehead Hardware Company has purchased the 
hardware stock of the Farmers Store at Washington. 

F. C. Stewart has purchased an interest from E,. T. Guy- 
mon in the Langston Hardware Company at Guymon, and 
the new firm name will be the Star Hardware Company. 

Reason Pock has sold his stock of hardware at Douglas 
to O. W. Childs. 

The Benton County Hardware Company has purchased 
the store of the Westville Hardware Company at Westville 
and will take possession immediately. 

Mr. Bair has bought the Cassaway and Sons’ Hardware 
Store at Gracemont. 


store at Burkettsville was 


Texas. 

The hardware firm of Schad and Pulte at Gainesville is 
about ready for business. The firm is composed of Frank X 
Schad and Charles W. Pulte. 

The name of the hardware and implement firm of Allee- 
Henry and Company at Crowell has been changed to that 
of M. S. Henry and Company. 

Fire caused a $20,000 damage in the stock of the Edward 
Gilbert Hardware Company at Yoakum. 

Wisconsin. 

Glenn Uren succeeds C. G. Uren in the hardware store 
at Argyle. 

The hardware firm of Ellenberg and Ost at Reedsburg 
has been dissolved, F. W. Ellenberg continuing the business. 

The Webster Hardware and Furniture Company, Web- 
ster, has moved into its new home which is practically com- 
plete. The new building is all of brick and cement and the 
company expects to add several new lines to their business. 

The stock of the Connersville Hardware Company at 
Connersville was destroyed by fire. 














February 9, 1918. 


AMERICAN ARTISAN AND HARDWARE RECORD 35 








ADVERTISING’ CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








ADVERTISEMENTS HAVE BIG NEWS VALUE. 





Advertising is a necessity in a world more and more 
filled with a number of things among which the mind 
is distracted, says William Marion Reedy. 

That any good ‘idea, service or invention may find 
its fullest usefulness, it must be made known. Atten- 
tion must be concentrated upon it. 

Advertising is simply the making known of the 
merits of things. 

There is nothing good in the world that advertising 
cannot help to better effectiveness. Volitical causes 
resort to it. Religion has taken it up. 
ment utilizes it to recruit its forces and sell its bonds. 


The Govern 


It is used to disseminate art and literature among the 
people. In campaigns and crusades against social and 
economic evils it has taken the place of oratory. 

The advertismg pages of the magazines are often 
more interesting than the literary pages and in the 
daily press there is as much news value in advertising 
as in the narration of the events of the day. 

Trying to tell too many things in the same message 
weakens the main idea which it is desired to express. 
In the advertisement of J. Bb. Hardin, reproduced 
from the Tampa, Florida, Morning Tribune, a stronger 
and more direct effect would be produced by confining 
the entire copy to a description of the merits of the 








BY USING 


Cole Planter| 


HARNESS— 
COLLARS AND PADS, 
BRIDLES AND 
SADDLES, BLANKETS 


HARDWARE 


BIG STOCK—PRICES RIGHT 
JOHN DEERE AND AVERY PLOWS 
HARROWS — ROOFING 


J.B. HARDIN 


2205 Seventh Ave. Ybor City 











WAGONS— 


STUDEBAKER AND 
WEBER—ALL SIZES 

















Cole Planter. In connection with the name of the 
store, the statement of big stock of hardware and 
right prices is appropriate. But the text about 
wagons, harness, and roofing occupies space which 
would undoubtedly bring more profitable results by 
being used to strengthen and clarify the real purpose 
of the advertisement. using Cole 
Planter” is a cleverly constructed sentence. It acquires 
additional emphasis from the propaganda of food con- 


“Save seed by 


servation which is everywhere so insistent. The ad- 

dition of a few words of explanation would, undoubt 

edly, result in making many sales through the medium 
of this advertisement. 

ok + > 

To take advantage of a movement or idea which 

is uppermost in the minds of the people at any par 

ticular time is good 


ECONOMY SALE advertising policy 
if the idea can 

of Household Needs be applied natur 
ally to the argu 


ment of an adver 


THIS WEEK 


FOOD CHOPPERS, 
8Sc 


No. 0 size Universal! 
chopper, regularly selis 
for $1.25; substanttally 
built. Chops fruits, veg 
etables and meats. 


tisement. The Lilly 
Hardware Com 
pany of Indianap 
has 


olis, Indiana, 





succeeded in right- 








ly using the daily 
preachment ol 


Crown Can Opener, 12c 
The Crown Con 
Opener will open 
cans of any shape 
or size, leaving 
no ragged edges. Nearly every one user 
canned goods—and you should by all 
means have one of these strongly made 
Crown Can Openers, 12c. 


economy incident 


- 
to war conditions 


This 


tisement, 


firm's adver 
which is 


herewith repro 








POLISHING duced from the 

Indianapolis Dail 

i CLOTHS, Be ‘omer: YU) 

SREND For polishing gold, silver, / ies connects the 
POLISHING indoor brass or nickel. - : 

ae Removes tarnish, restores lea of economy 

fas luster. Will not scratch ith ; cial 

or mar, with a specta 
25c week's sale of 











household articles 


The 


natural, without 


FAMILY MEAT SAW 


connection 1s 


the slightest trace 


of forcing the idea 





out of its due pro 


16-inch Blade, special.....33¢ sartinda. ‘the tes 


Lilly Hardware Co. out of this 


114-118 E. Washington st." © 


adver 
well 
It al 


The articles 


conceived. 
lows sufficient white space for emphasis. 
are clearly described. Price quotations are given in 
black face type so that they arrest the eye and lead the 
prospective customer to further reading of the text 
There are no obvious defects in the advertisement ; 
and it is a pleasure to declare this advertisement to be 


of a high order of excellence. 


Just because a man has been in business twenty 
years or over, is no sign that he is any better merchant 
than the one who has been in only ten years. The real 
merchant is the man who keeps his eyes and ears 
open to improvements and his mouth shut in regard 
to his private affairs, whether he has been doing busi 


ness for one year or forty. 
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HEATING AND VENTILATING 














GIVES SOLUTION OF HEATING PROBLEM. 











To correct a faulty method of installation and to 
overcome defects of equipment in an already estab- 
lished warm air heating plant is the problem which 







was presented on 








amount of cold air adding one cold air duct, as shown, 
in the rear hall and increasing the one in the dining 
room so as to get the greatest amount of air from the 
cold part of the house. After making these changes, 
Mr. Hindert will be able to use all the wall fittings as 





page 24 of the Jan- 
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urry 26, 1918, is- 
sue of AMERICAN 






HARDWARE 
Recorp, Last week 





an excellent solu- 
- tion was offered 
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facturer of warm 
































air heaters. This 








week another solu- 

tion somewhat STAGK To 
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similar is herewith 




















published. l*or an Ss, 
intelligent under- 
standing of the 
problem it is well 
for our readers to BEO Room 
refer to their copy 
of Janu ar y 20, a 
1918, and compare 
the diagram there 


given with the PoveLte 
drawing on this FIRST FLOOR REGISTER 









er’s solution is as 

follows: 
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RECORD: 

With reference 
to the solution of 
the heating prob- 













lem of George P. REAR HALL KITCHEN 


r=) 

















Hindert published 
in the January / 
26, 1918, issue of 
AMERICAN ARTISAN AND HARDWARE ReEcorp, the 
writer does not give location of chimney, nor 
sizes of warm air pipes except one large pipe. 







The size of warm air pipes is of great import- 
ance. No pipe should be smaller than eight inches 
and that should be for a small bath and bed- 
room. I have made a sketch of this solution showing 
the location of heater, not knowing the size of the 
heater. But the only and first move to make would be 
to move the heater to where it is shown in the accom- 
panying’ drawing. Second, one should determine the 















/ A 


Solution of Heating Problem Offered by C. H. Wilder of Melrose Park, Illinois. 


now located but run larger hot air pipes and if pos- 
sible, run separate pipe to the rear hall, not less than 
a ten-inch pipe. Above all things, carry enough cold 
air and make all connections tight. Run cold air on an 
incline as much as possible, trying to avoid running 
level. 

Trusting this solution will be of some assistance. I 
am 

Very truly yours, 
C. H. Wirper. 
Melrose Park, Illinois, February 4, 1918. 
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HEATING AND VENTILATING ENGINEERS 
TELL HOW TO SAVE COAL. 


For the enlightenment of householders who do not 
know the best methods of saving coal, the Illinois 
Chapter of the American Society of Heating and Ven- 
tilating Engineers has just issued a set of simple rules 
and instructions. These rules were compiled by a com- 
mittee chosen at the last meeting of the Illinois Chap- 
ter, consisting of J. F. Tuttle, James H. Davis, and 
Charles G. Lamb. Dealers in and installers of warm 
air heaters can perform a patriotic service and, at the 
same time, benefit their business, by spreading a 
knowledge of these rules among their patrons and 
prospective customers. 

For soft coal the method of firing is somewhat dif- 
ferent from that suggested for hard coal. It is neces- 
sary thoroughly to clean flues and passages of the 
warm air heater at least once a day when soft coal is 
used, and to clean base of chimney and smoke-pipe 
once a year. 

Method of Firing Soft Coal. . 

1. Fire often and lightly, keeping grates fully cov- 
ered. 

2. Do not spoil fire by stirring it around or mixing 
it up. 

3. Use slice bar under fire bed on top of grates, lift- 
ing only enough to break or crack open the mass. 
Keep fire free from clinkers. 

4. In large warm air heaters use the alternate meth- 
od of firing; first, one-half of grate, and, next, firing 
the other half. This is done to have a bright fire to 
assist in burning the gases from the coal just fired and 
to make heat until the fresh coal ignites. 

5. Don’t smother your fire. 

6. Use the smaller prepared sizes of coal if possible. 
If you cannot get the small coal, break the large coal 
into small lumps. Wet all soft coal thoroughly before 
firing. 

7. The best way to fire warm air heaters is to get 
the house warm by firing lightly and often. Then fill 
fire pot full of wet coal. Next take a piece of pipe or 
broomstick and poke a hole down through the fuel bed 
to the grate. Carefully withdraw and leave hole in 
fuel bed. Check off the draft so that it will not burn 
too rapidly. This hole soon will carry a large blue 
flame, which is gas driven off from the fresh coal. If 
this method is followed, the gas will not be lost up the 
chimney. 

Ashes. 

1. Don’t shake grate violently. It wastes coal. 

2. Keep ash pit clean. 

3. Never allow ashes to get within six inches of 
grate. 

4. Remove ashes from last shaking before shaking 
again. 

Draft. 

1. Be sure your chimney is large enough, high 
enough and absolutely tight. 

2. Do not allow any connections to be made to the 
heating chimney, excepting the warm air heater alone. 

3. Regulation of draft is very important in saving 
coal and should be attended to at once by an experi- 
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enced man. 
to call for assistance. 

4. The draft to ash pit should not be open any more 
than necessary to maintain the desired temperature. 

5. Do not open ash pit door to increase draft. Use 
draft damper under grate provided with warm air 
heater for this purpose. 

6. Check draft must not be open unless draft damper 


If you cannot regulate your draft be sure 


under grate is closed. 
Method of Firing Hard Coal. 

When hard coal is used, the flues and passages of 
warm air heater should be cleaned at least once a week. 

1. In using anthracite coal a bright fire should al- 
ways be kept if you wish heat. In building up a fire 
use a small quantity often with good draft until the 
fire pot is full to the center of fire door. Drait then 
can be checked to hold the heat desired. 

2. A hard coal fire should never be disturbed by 
stirring or breaking up with a poker. 

3. Remove clinkers, if any, through grate or clinker 
door. 

4. Use size of coal recommended by maker of warm 


Don’t wet hard coal. 
Ashes. 
1. Don’t shake grate violently. 


air heater. 


It wastes coal. 

2. Keep ash pit clean. 

3. Never allow ashes to get within six inches of 
gate. 

4. Remove ashes from last shaking before shaking 
again. 

Draft. 

1. be sure your chimney is large enough, high 
enough and absolutely tight. 

2. Do not allow any connections to be made to the 
heating chimney, excepting the warm air heater alone. 

3. Regulation of draft is very important in saving 
coal and should be attended to at once by an experi 
enced man. If you canont regulate your draft be sure 
to call for assistance. 

4. The draft to ash pit should not be open any 
more than necessary to maintain the desired tempera 
ture. 

5. Do not open ash pit door to increase draft. Use 
draft damper under grate provided with warm air 
heater for this purpose. 

6. Check draft 
damper under grate is closed. 


must not be open unless draft 
General Instructions. 

1. Weather strip your windows and doors or stuff 
cracks with cotton. 

2. Keep your room at 68 degrees (best heat for 
health). 

3. Heat only the rooms you use all the time. 

4. Close bedroom doors when windows are open and 
shut off register. 

5. When any room is kept at a lower temperature 
than balance of rooms keep door closed. 

~o- 

Kditing papers through facilities afforded by clip- 
ping bureaus is to be compared to the efforts of cor- 
respondence schools in turning out artists of the 
Michael Angelo type, and mathematicians of the Isaac 
Newton caliber. While everything is possible where 
the field is broad, the harvest is likely to be slim if 


poor seed is planted. 
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WARM AIR HEATER MANUFACTURERS 
SUFFER DAMAGE BY FIRE. 


A loss estimated at $25,000 resulted from a fire in 
the three story brick building at 211-13 West Lake 
Street, Chicago, Illinois, Thursday morning, February 
7, 1918. The fire is thought to have been caused by 
crossed electric wires on the third floor which is occu- 
pied by V. A. Smith and Company, warm air heater 
manufacturers, whose offices and display stock were 
completely burned out. V. A. Smith and Company 
announce that there will be no interruption in busi- 
ness and desire to notify their patrons that orders will 
be filled as promptly as before the fire. 





TELLS NECESSITY OF VENTILATION. 


Health is a matter of education rather than of leg- 
islation. Every agency, therefore, which has any bear- 
ing upon the promotion of health should be utilized to 
teach the people how to safeguard their physical well- 
being. Hence it is a matter of great importance to 
men engaged in the Warm Heating and Ventilating 
industry that they do their part in the necessary educa- 
tion. This they can accomplish by diffusing accurate 
knowledge among their patrons and prospective cus- 
tomers. The following instructions can be profitably 
employed by them in the forms of leaflets or circular 
letters or, in many instances, of newspaper advertise- 
ments, bearing the name and business address of the 
dealer or installer of heating and ventilating appli- 
ances : 

Fresh Air Necessary. 

Don't turn a cold shoulder to fresh air—particularly 
at this time of the year. 

When you come in from out-doors and find the air 
in your rooms stale and stuffy and foul smelling, open 
the windows wide and let in plenty of fresh air from 
outside, 

Open the door, too, so that the fresh air can drive 
all disease-laden air from the room. 

No matter if the mercury drops to freezing, remain 
a fresh air crank—even at the risk of being disliked. 
Better a live fresh air crank than an almost lifeless 
hothouse invalid. 

Avoid large crowds in closed or poorly ventilated 
rooms. Not only does the bad air lower your resist- 
ance, but you are in danger of catching disease from 
others. 

Don't ride in a crowded street car when only going 
a short distance. Walk even if the weather is cold 
enough to make your blood tingle. 

Walk a mile in the open air twice a day. It will add 
10 years to your life. 

Keep your bedroom windows wide open, day and 
night, even in the middle of winter. You can’t over- 
dose yourself with fresh air, and disease germs can’t 
endure it. 

Cool, but not chilly living rooms, clothing that is 
warm enough but not too warm, cold baths if the body 
reacts to them with a healthy glow—all these things 

train the blood vessels of the skin and of the nose and 
throat and thus help the body to fight off any danger 


of impending disease. 
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To the foregoing might be added with advantage 
a paragraph explaining the merits of a ventilator, 
showing how an uninterrupted supply of fresh air can 
be obtained without running the risk of lowering the 


temperature to an uncomfortable degree. 
*e- 


SMOKE PIPE LASTS AS LONG AS HEATER. 


Many people who operate warm air heating plants 
complain that something is always taking the joy out of 
life. That something is usually the smoke pipe. A great 
deal of trouble is caused by the smoke pipe burning out 
or being eaten out by the corrosive action of soot, etc. 
If the pipe lasts a year it is considered wonderful. 
If, through the exercise of the most diligent care, and 
the use of the best kind of fuel, it survives two whole 
years, it is considered phenomenal. The user of ordi- 
nary stove pipe will probably be surprised to learn that 
two years is not a great length of time for stove pipe to 
last. In fact, if the pipe is properly made, it will last 
many more years. The Everlasting 
Cast Iron Smoke Pipe, a section of 
which is herewith illustrated, will, 
it is-claimed, under ordinary con- 
ditions, outlast the warm air heater. 
It is built in sections, and in lengths 
to fit any distance. It is said to be 
very easy to install, besides pre- 
senting a neat and attractive ap- 
pearance. The manufacturers as- 
sert that this pipe is ideal for use 
in houses which are situated be- 
tween higher buildings or have 
chimneys extending through lower 
portions of the roof, and which re- 

“Everlasting” quire chimney extensions to pro- 

Smoke Pipe. vide a good draft. The Waterloo 
Register Company, 137 Rath Street, Waterloo, Iowa, 
which manufactures this stove pipe, declares that a 
trial order will convince the dealer, and start him in 
a profitable line of accessory. The company’s new 
catalog lists its registers, smoke pipe fittings, and a 
full and complete line of heating plant accessories. 
Dealers are advised to obtain this catalog by writing 
to the company. 
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SAYS THAT AFFLICTIONS SERVE THE 
PURPOSE OF ENLIGHTENMENT. 





It is by affliction chiefly that the heart of man is 
purified, and that the thoughts are fixed on a better 
state. Prosperity, unalloyed and imperfect as it 1s, 
has power to intoxicate the imagination, to fix the 
mind upon the present scene, to produce confidence 
and elation, and to make him who enjoys affluence and 
honors forget the hand by which they were bestowed. 
It is seldom that we are otherwise than by affliction 
awakened to a sense of our imbecility, or taught to 
know how little all our acquisitions can conduce to 
safety or quiet, and how justly we may inscribe to 
the superintendence of a higher power those blessings 
which in the wantonness of success we considered as 
the attainment of our policy and courage.—Samuel 
Johnson. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








STANDING SEAM ROOFING. 


By O. W. KorHe. 
Of late years standing seam roofing has been very 
much misapplied. We see so much of this roofing 
placed over shingles and even over composition roof- 





ing. Altogether too little attention is paid by the 
as 
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ever, if the work-bench must be used, see to it that the 
boards are smooth so no hills and hollows are met 
with. Also shape up the mallet so the face is some- 
what rounding. 
more smoothly and prevents bruising the side of the 


This enables hammering the seam 


seam if the mallet should twist a bit. A strip of wood 


is nailed on the back of the bench to keep the sheets 
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Pattern for Standard Seam Roofing. 


workman for making a substantial job. In many in 
stances the manner of doing durable workmanship is 
being forgotten. Employers too often hasten their 
workmen beyond their capacity for doing good work. 
Other times certain details are suggested that cut down 
the labor but produce an inferior job. Such things 
the trade should not tolerate. 

Standing seam roofing is made of 20x28” sheets, 
and notched and folded as shown in the sketch “A.” 
These sheets are then assembled either in a machine 
or on the work bench as in this case. Shops that do 


considerable standing seam roofing should supply 


1 . . . -my* 
themselves with a closing down machine. This ma 
chine facilitates assembling the sheets and rolling them 
m rolls, making the seams smooth and in much less 


tme than in hammering down with a mallet. How- 


straight and when enough sheets are assembled to 
make a roll they are soldered. 

Care must be taken to hold the soldering copper so 
This is CSpe rally truc 
(on third 


vet they 


the solder flows in the seam. 
on roofs having less than 15 degree pitch 

and half pitch roofs it is not so important, but 
long 
painted with a good mineral red or Venetian red and 


should be soldered. These strips should be 


pure linseed oil. This protects the surface from mois 
ture and fumes gathering underneath. 

Coming on the job, and assuming the roof to be cov- 
ered is similar as shown in the plan of roof, we there 
by first look over the woodwork. See that no nails or 
Next 


In many imstances a valley offers a 


other obtrusions are visible select where hest 
to begin the roof. 


good starting point as at “I.” .\ lock edge should be 
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turned and the valley cleated down, placing the cleats 
every 18 inches. The ends of cleats should then be 
turned over the nail heads to prevent the heads wear- 
ing off the tin from the plate by the vibration of the 
expansion and contraction of the metal. The work- 
man must never forget first to lay a layer of good 
building paper beneath the tin. In this way the paper 
acts as a protection to the tin. The next step is to 
measure for the first strip. A chalk line is run as at 
c-d at right angles to the eaves so as to place the ribs 
perfectly square with the roof. The strip “C” is then 
edged up as shown below in tongueing up the tin as at 
B and C and D. This strip is then cleated down and 
the next strip is added. Care must be taken to avoid 
having the cross seams meet but break them as at f 
and g. In this way the work is continued and when 
getting on the end as on side “D,” where the corner is 
too small for another standing seam, a piece is flat- 
locked on as at e. When as much tin has been put on 
as can be finished up in a day then begin the double 
seaming process. \A seaming iron is used as at IF. 
The one side measures 114” and the other side 1”. In 
this way the edge G is clamped over the edge C as 
shown at E. This is then hammered over in the man- 
ner shown, after which it is closed down as at G. 
Care must be taken so the seam is hooked all along, 
otherwise when there is snow resting on the roof and 
it thaws, there are times of little pools of water form- 
ing which will prompt the seam to leak in these defec- 
tive places. 

The butt ends are best turned over as at h, and sol- 
dered. Some workmen prefer to lay the standing 
seam over before turning down the drip edge. This 
is not so serviceable as the dust will collect in those 
little pockets together with moisture and they are al- 
ways the first to rust through. Therefore the butt end 
shown in the sketch drawing should be used. 
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MASTER SHEET METAL ASSOCIATION OF 
MILWAUKEE HOLDS MEETING. 





Among the communications read at the regular 
meeting of the Master Sheet Metal Association of 
Milwaukee, which was called to order by president 
John Bogenberger, was an invitation from the Mil- 
waukee Corrugating Company to be guests of theirs 
at the time of the convention of the Wisconsin Retail 
Hardware Association. It was accepted with thanks. 
It was agreed to assemble at their plant at three o’clock 
Friday, February &th. 

Chairman Paul Biersach of the Convention Com- 
mittee reported that the arrangements were getting 
along most satisfactorily, both financially and as far as 
the program was concerned, and that stickers were 
ready for distribution. The Chairman of the Pub- 
licity Committee has received considerable corre- 
spondence on this subject but had been too busy with 
the Convention to sort it and get it ready for consid- 
eration. 

The Treasurer’s report showed a balance on hand 
January oth, $86.52. Dues collected, $62.00. Dis- 
bursements, refreshments, $11.25. AMERICAN ARTISAN 
cubscription, $2.00. Printing, $3.40. Balance, $131.87. 
$131.87. 
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The president presented the various plans under 
which Thrift Stamps are being distributed, and said 
that he had been selected as Captain of the Sheet- 
Metal section in the present drive. 


+. 


AN AMERICAN ARTISAN EXPERT TRAINS 
APPRENTICES FOR THE GOVERNMENT. 








A fitting recognition of uncommon talent and ability 
of O. W. Kothe, whose articles have been running in 
AMERICAN ARTISAN AND HARDWARE REcorD, has just 
been made public. He has been selected to take charge 
of the instruction in sheet metal and coppersmithing 
work for the David Ranken School of Mechanical 
Trades, St. Louis, Missouri, which is being used by 
the Government for the training of recruits in the me- 
chanical field. Mr. Kothe will conduct classes six 
days a week. His selection for this important task 
causes no surprise among the many who know his 
unusual qualifications for the position. 
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EXPLAINS MERIT OF CONDUCTOR PIPE. 


rom time to time it is advisable to resharpen the 
words which are the tools of daily speech. If we 
allow the cutting edge of their meaning to become 
dull, the work of understanding suffers in proportion. 
The word “durability” is an example which might be 
used to illustrate what is here said. It is frequently 
employed to describe a very desirable quality in a 
product. And for the very reason that it is so fre- 
quently used, its significance becomes blunted. 

When, therefore, a reputable manufacturer or dis- 
tributor makes a claim of “durability” for a_par- 
ticular product, it is well to realize the full import of 
the term. Webster defines durability as “the power 
of uninterrupted or long continuance in any condi- 
tion; the power of resisting agents or influences which 
tend to cause changes, decay, or dissolution.” It will 
be seen from this definition that although no specific 
time-limit is implied in the idea of durability, it con- 
veys the impression of lastingness through a period of 
years rather than months. 

It is the contention of the Clark-Smith Hardware 
Company of Peoria, Illinois, that the Corrugated Ex- 
panding Conductor Pipe manufactured by that firm, 
has the quality of durability. The reason is that the 
Conductor Pipe is made of Keystone copper bearing 
steel which renders it practically impervious to rust 
and corrosion. Time and weather conditions, there- 
fore, have only a minimum effect upon its durability. 
The combination of careful workmanship with uni- 
form excellence of material is a necessary requisite to 
lastingness of product. 

The Clark-Smith Hardware Company is said to 
have achieved mastery of this desirable requisite in its 
corrugated Expanding Conductor Pipe and offers the 
product to the trade with the assurance of quality. Be- 
sides doing a wholesale business in hardware, cutlery, 
tin plate, etc., the company also manufactures Con- 
ductor Pipes, eave trcughs, ridge roll, and similar 
products. An illustrated catalog (together with price 
lists) is at the disposal of dealers and contractors, 


who write for it. 
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PATTERNS FOR FLARES. 


By CuristiANn F. HAL ter, Jr. 

Occasionally it occurs in cornice work that geomet- 
rical designs are put into practice for purposes of or- 
namentation. There are many charming examples of 
this sort of work to be seen in the better classes of 
stores, factories, and other buildings. Very often, the 
architectural design of a structure is of such a nature 
as to permit of harmonious use of ornamental cornice 
work. It is in such cases that the trained sheet metal 
worker is given profitable opportunity for the exercise 
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this line as radius inscribe a circle as shown and pro- 
ceed to plat on the spaces 1-2-3-4, the distance around 
the base. Connect each division as shown and radiate 
lines to the center of the circle. This completes the 


pattern. 
“ee 


BLOTTER IS USED EFFECTIVELY AS MEANS 
OF ADVERTISING. 





Every little bit counts in advertising as in other 
In fact, the smaller things often 
The truth 
of this statement is amply borne out in the attrac- 


lines of business. 
bring more results than the weighty ones. 
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Patterns for Flares. 


of originality in the artistic elaboration of cornices 
Geometrical designs, when properly executed, are truly 
artistic. As applied to flares, a solution to their de- 
velopment is herewith offered: 

Attention is first directed to the plan view of Fig. 1 
which will suffice in obtaining the pattern. First draw 
the shape or outline of the design as shown in Fig. 1A. 
Now measuring from X, specify the height as X X,’” 
taking precautions that X’ X” is at right angles to X1. 
This rule must be closely observed in all cases, as any 
deviation from this will result in A, an incorrect pat- 
tern. After this has been done draw a line X” to 1, 
which represents a true length of the miter line. Using 


tive blotter issued to tinsmiths and sheet metal work- 
ers by the Dean Specialty Works, 105 Villita Street, 
By Bowen Island, San Antonio, Texas. The infor- 
mation contained on the blotter is all clear and easily 
read. The coloring is neat. The the 


reader is called to the fact that the company makes 


attention of 


and repairs all kinds of automobile sheet metal work ; 
that speedster bodies are made to order; and that 
The 


blotter possesses a peculiar advertising value for an 


radiators and fenders are made and repaired. 


article of its kind, and should do a great deal to inter 
est tinsmiths in doing their automobile repair work 
through the Dean Specialty Works 
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SOME GOOD SUGGESTIONS FOR THE 
BEGINNER IN RADIATOR 
REPAIRING. 


By IF. L. CurrMan, 

Do not take the radiator off the car and then repair 
it. If the car owner does not want you to repair it 
bad enough to take it off himself or have a garage man 
do it, let it leak. First: If you take the radiator off 
you will put in time you will never get pay for and, 
besides, a bolt sticks and you have trouble getting the 
radiator off the car and your nerves are in no condition 
to repair it. Second: The garage man will appreciate 
it and send you lots of work. It is in his line to take 
it off, and not yours. 

If you guarantee the work, make it explicit that you 
guarantee only the work you have done as there are 
other places on the radiator that may be almost ready 
to leak and do not show up while you are working on 
it, but in a few weeks break loose and leak. This of 
course is no fault of yours and you should not have 
to make it good, but if your own work did not stand 
up you should make it good. 

Occasionally a man asks me if | guarantee my work. 
My answer has always been, “No, if | had to guaran- 
tee this work I would never repair another. I will do 
the best I can, and that is all I can do.” The result is, 
I repair his radiator and all his friends’ radiators 
afterwards and no questions are asked. 

This radiator repair work should be cash as it is 
much easier to make a man understand that it was not 
your fault after you have pay for it, than it is if he 
owes you for the work. It is surprising how few peo- 
ple understand their radiator. 

When you repair a frozen tube and fin type radiator, 
it is impossible to close the tubes to exactly the same 
diameter and if there are swollen tubes in it, and you 
do not caution the owner to use a good anti-freeze 
solution, nine chances out of ten he will go right out 
and freeze it up and burst the tubes again and then 
claim you did him a poor job. 

Never tell a man how much an hour you are charg 
ing for your work. The first question he will ask you 
is what it will cost. My answer to this often is, “It 
will cost you enough.” It is according to the tempera- 
ment of the man. I often tell them I do not know 
(no man can tell exactly what it will cost), that the 
repair bills have run from one to thirty dollars. Then 
I begin telling what a bad job this thirty-dollar one 
was and how hard I worked, etc. He is not interested 
in that and before you have gotten half through with 
your story he is ready to show you where his radiator 
leaks. He asks how soon you can repair it and has 
forgotten that he ever asked about the price. When 
you are through, figure your time, adding plenty for 
gas, solder, brass, overhead, etc. Make bill, repairing 
radiator, so many dollars and cents. You always have 
your work ticket to refer to and you will find it a 
mighty good plan to number these tickets with the 
name of the car from which the radiator came and all 
the data you can get. 

I figure the time at from $1.00 to $2.00 per hour, 
according to the work. The small ones are the jobs 
you make the good wages on. Do not charge this kind 
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of wages unless you can earn them. Be honest with 
yourself and honest with your customer. When I first 
commenced in this line, many a hard day have I put in 
and only charged 25c per hour, but I was getting ex- 
perience, invaluable. 

I hope these timely hints will help you over some 
rough places. 

Maryville, Missouri, February 4, 1918. 
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ILLINOIS SHEET METAL CONTRACTORS 
ANNOUNCE DATES OF CONVENTION. 


The annual convention of the Illinois State Asso- 
ciation Of Sheet Metal Contractors will be held in 
Springfield, Illinois, on April 3 and 4, 1918. The pro- 
gram for the convention is being worked out now, 
and will be announced as soon as proper arrangements 
shall have been made. 

J. C. Neuman, 304 East Monroe Street, Springfield, 
is the President of the Springfield Association and 
J. J. foster, Third and Union Streets, is the Secre- 
tary. They promise to leave nothing undone to make 
the Convention a brilliant success. 





THROATLESS SHEARS ARE USEFUL TO 
TINSMITHS. 


Something new in the line of shears has been per- 
fected by the Lennox Throatless Shear Company of 
Marshalltown, lowa. These new shears are called the 
Marshalltown Throatless Shears, and are said to be 
ideal for serpentine and irregular work, being built 
especially for such labor. Number 18, belt drive, 
shown in the accompanying illustration, will cut num- 
ber 18 gauge and lighter. There is no adjustment re- 
quired for cutting any thickness up to capacity. This 
shear will cut in and out curves to one and _ three- 
fourths inch radius. It is claimed that there is no limit 
to the size of the sheet that this machine will cut. 
These shears are built in several different sizes, for 
working up sheets from the thinnest metal up to and 
including one-half inch boiler plate. Shears up to and 
including one-fourth inch ca- 
pacity are made with overhead 
drive. The three-eighths inch 
and one-half inch shears have 
a gear drive enclosed in the 
base. The heads are made of 
steel castings. The gears are 
of gray iron, the teeth of all 
fast running gears being cut 
from the solid metal. The pin- 
ions are of machinery steel 
with the teeth cut. These shears 





Marshaltown Throatiess , ‘ and 
Shears. are made in three styles, han¢ 


power, belt drive, and motor drive. All power shears 
are equipped with a sensitive friction clutch pulley, or 
gear if motor driven, which, it is said, enables the 


operator to start and stop the shear instantly. The 
blades are made of carbon tool steel, oil-tempered and 
will, according to the manufacturers, give the best 
service. Full data relative to sizes, prices, etc., will 
be sent by the manufacturers to all dealers who apply 


for it. 
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ONE PIECE CONDUCTOR PIPE ELBOW HAS 
MANY ADVANTAGES. 





The dealer who sells conductor pipe elbows knows 
that there are always on the market numerous kinds 
of elbows at the same price. However, he also knows 
that these elbows do not all bring him the same amount 
of trade. They are not all good business producers. 
It is only the superior articles, the articles of merit, 
that beget sales. The 
“Milcor” Flat Crimp 
Conductor Pipe Elbow, 
for example, an illustra- 
tion of which is herewith 
shown, is declared by the 
manufacturers to be an 
article of the kind that 








**Milcor’’ Flat Crimp Elbow. 


brings profits to the dealer. It is said to be a better 
elbow at the same price. The following are some of 
the many advantages claimed for this elbow: made of 
one piece; uniform and perfect corrugations; gal- 
vanized after formed; no soldered joints; expand 
without breaking ; smooth, handsome, durable. Price 
lists and other details may be procured by addressing 
the manufacturers, The Milwaukee Corrugating Com- 
pany, Milwaukee, Wisconsin. 
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ADVERTISEMENT BRINGS RESULTS. 








To AMERICAN ARTISAN AND HARDWARE Recorb: 
Kindly discontinue my advertisement and accept 
my thanks for the very satisfactory results which it 
has brought me. It has exceeded all my expectations, 
and I am glad to be able to express my appreciation 
of the wonderful result-bringing power of your pub 
lication. 
Very truly yours, 
Cuarces Haas, 
Sheet Metal Works. 
Omaha, Nebraska, February 4, 1918. 
+2 


NOTES AND QUERIES. 


Asbestos Wick Oil Stoves. 
From B. H. S. Hardware Company, Dysart, Iowa 

Can you give us names of concerns who make oil 
stoves with asbestos wicks? 

Ans.—Dangler Stove Company, Division American 
Stove Company, Cleveland, Ohio; Detroit Vapor 
Stove Company, Detroit, Mich; George M. Clark and 
Company, Division American Stove Company, 179 
North Michigan Avenue, Chicago; Lindemann Hover- 
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son and Company, 620 Orleans Street, Chicago; New 

Process Stove Company, Division American Stove 

Company, Cleveland, Ohio; and Ringen Stove Com- 

pany, Division American Stove Company, 825 Chou- 

teau Avenue, St. Louis, Missouri. 
Patent Attorney. 

‘rom Silverton Blow Pipe Company, Silverton, Oregon. 
Kindly advise the name of a reliable patent attorney. 
Ans.—Hubert FE. Peck, 29-31 Pacific Building, 622 

I’, Street, Northwest, Washington, D. C. 

Copper Tinned on One Side. 


‘rom Neuenfeldt Heating and Plumbing Company, Enderlin, 
North Dakota. 


Can you let me know where we can obtain 16 ounce 
copper, tinned on one side ? 

Ans.—Merchant and Evans Company, 347 North 
Sheldon Street, Chicago. 

Coiled Springs. 
From George Lingelbach, Deshler, Nebraska. 

I would like to know who manufactures coiled 
springs. 

Ans.—American Steel and Wire Company, 208 
South LaSalle Street; William D. Gibson Company, 
1802 Clybourn Avenue; Advance Spring and Wire 
Company, 1749 Carroll Avenue; Fort Pitt Spring and 
Manufacturing Company, 343 South Dearborn Street ; 
all of Chicago. 

Brass Strainer Cloth. 


‘rom Neuenfeldt Heating and Plumbing Company, Enderlin, 
North Dakota. 


Please tell us where we can obtain 60 mesh brass 
strainer cloth. 

Ans.—Merchant and Evans Company, 347 North 
Sheldon Street; and Clinton Wire Cloth Company, 
itt West Washington Street ; both of Chicago. 

Dick Aluminum Solder. 
From N. B. Handy Company, Lynchburg, Virginia. 

Will you kindly give us name and address of the 
manufacturer of Dick’s Aluminum Solder ¢ 

Ans.—E. M. Dick, 241 West Center Street, Marion, 
()hio. 

Ford Radiator Tubing. 
From Cole’s Hardware Company, Bethany, Missouri 

Please inform us who can furnish tubing complete 
finned up with carrier bar for Ford radiators, both 
igt6 and 1917 models. 

Ans.—Monticello Auto Radiator Company, 1167 
West 18th Street, Chicago; I. L. Curfman Manufa 
turing Company, Maryville, Missouri; Attwood lrass 
Works, Grand Rapids, Michigan. 

Light Steel Tubing. 
From R. A. Jacob, Manchester, lowa 

Kindly advise where | can buy light steel tubing 
from '4 to 3 inches in diameter ? 

Ans._-American Steel and Tube Company, [orain, 
Ohio; American Tube and Stamping Company, 
Bridgeport, Connecticut; American Tube Company, 
37th and Rockwell, Chicago, Iinois; Calumet Steel 
Company, 208 South La Salle Street, Chicago, Ih 
nois; National Tube Company, Pittsburgh, l’ennsyl- 
vania. 

Light Copper Tubing. 
From Joseph Dauwe, Louisburg, Kansas 

I would like to know where | can buy 3/16 inch 
light copper tubing. 

Ans.—A. C. Dallas and Son, 223 North Jefferson 
Street, and Pervin Metal Products Company, 53 West 
Jackson Boulevard, both of Chicago, Illinois. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








RESTRICTION OF PRODUCTION CONTINUES 
TO CHARACTERIZE THE STEEL 
SITUATION, 


Due to various causes, more or less beyond human 
control, there are still unprecedented restrictions of 
operation in the steel industry. In former periods of 
steel activity it was, indeed, an unusual combina- 
tion of material interferences which had any power 
to send the industry down to a level of operating 
at 90 per cent of capacity. Occasionally that has 
occurred in hot summer weather, and two or three 
times in the history of the industry it has occurred 
outside the summer months, as in the great railroad 
blockade of 1902-3, during the floods in the spring 
of 1913, and in the winter of 4915-16, when there 
was quite a railroad congestion. 

In order to understand the present situation in its 
true bearings it must be remembered that at no time 
in 1917 did the steel industry operate at its capacity. 
Its production in the year was substantially the 
same as in 1916, but its capacity was much greater, 
10 per cent greater at the least, so that it may be 
said that during the first ten months of 1917 the 
industry operated at only about 90 per cent of 
capacity. Then came the added restriction of the 
Week by week the restriction has 
‘The various means that have been 


winter weather. 
grown greater. 
employed to improve transportation conditions have 
no doubt been effective, in a way, but after the event 
one observes that conditions are no better, and the 
conclusion is simply that the work done merely 
served to prevent conditions from becoming as much 
worse as would otherwise have been the case. Thus 
the pooling of facilities of the eastern roads under- 
taken late in November by the initiative of the rail- 
roads themselves was promptly followed by zero 
weather. The taking over of the railroads by the 
Government at the end of December was followed 
by still worse weather. luel Administrator Gar- 
field’s plant closing order came at the same time as 
a fresh spell of unprecedentedly bad weather, and 
was probably originally a railroad rather than a fuel 
measure, although Dr. Garfield stood sponsor for 
the whole plant closing operation. Then the inter- 
change of Connellsville coke, designed to eliminate 
cross hauls, was followed by a sleet storm in the 
Connellsville region, which did such damage that 
telephone and telegraph communication has been in- 
adequate to report the full extent of the damage. 





STEEL. 

A startling condition has been developed by the 
action of the Navy Department in accepting com- 
petitive bids on a number of steel products, some 
quotations of which are markedly under the maxi- 





mum prices recommended on these lines by the 
Committee on Steel and Steel Products of the Amer- 
ican Iron and Steel Institute. It is quite probable 
that this action of the Navy Department will force 
to an issue the defining of the future functions of the 
War Industries Board in relation to price and dis- 
tribution. 

Merchant furnace interests are booking furnaces 
for last half shipment more freely. While it is the 
policy of most producers not actively to solicit busi- 
ness for this delivery, they are taking care of the re- 
quirements of regular customers as far as possible, 
and the commitments which were made during 
the past week run into a large quantity. The form 
of contract adopted by one large producer provides 
that prices are subject to revision after March 31 
Another 
large producer is taking tonnages on a contract pro- 
viding that in the event there is no government 
price or should federal regulation end, the levels to 


by an authorized government agency. 


prevail shall be the maximum prices in effect at the 
time the contract was made. ‘The severe weather 
does not offer any encouragement to blast furnace 
operations, which remain about the same today as 
they were one week ago. 

COPPER. 

Although the production of mines and smelters 
may not be interfered with, nevertheless the con- 
tinued freight congestion unless relieved in the near 
future will certainly affect the production of copper 
at eastern refineries. At present the refineries arc 
well supplied with stocks of matte, but large sup- 
plies are held up in transit from the west. Of 
course the consumers are also affected by the same 
transportation difficulties and difficulties in receiv- 
ing their raw material and shipping their finished 
product and except on war or Government orders 
business with consumers shows a large falling off. 
At present the conditions being the same for pro- 
ducers and consumers, one may be offsetting the 
other, but it is an unfortunate situation. 

There seem to be indications that domestic con- 
sumption outside of metal required for the manu- 
facture of war munitions is decreasing. Some of 
the smaller consumers have been less urgent for 
metal, and the fact that the Government price for 
less than carload lots, has been shaded récently in- 
dicates that there is relatively a more ample supply 
of copper for nearby shipment. 








TIN. 

The market generally is said to be about one- 
half cent per pound in advance, but the price of tin 
in nearby positions is altogether a matter of nego- 
tiation. All last week there was a large general 
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inquiry and good business from consumers for 
afloat and future tin. The inquiry for Banca tin is 
especially large, and from the larger consumers 
there is a good inquiry for February, March, April 
shipments from the Straits. There is nothing 
that can be called a general market, each inquiry 
and the price quoted on same, if an offer can be ob- 
tained, is a separate proposition, dependent on a 
seller being found who is-in position to quote. The 
situation is as strained and acute as at any time 
and importers are discouraged over the difficulties 
attending doing business which instead of decreas- 
ing, seem to increase each day. 

In regard to the lots of tin on spot and ex steam 
ers at the dock that have been constrained by the 
Government, these lots 
deered, but as we have said before are being held up 
until it has been located that they have been sold to 


have not been comman- 


legitimate consumers who have complied with the 
regulations of the Tin Committee of the American 
Iron and Steel Institute when they will be promptly 
released. 

LEAD. 

Although independent sellers lowered their ask- 
ing prices there was a very quiet demand for lead 
and buyers were not taking more than their urgent 
requirements. Independents were holding East St. 
Louis at 634 to7 cents and spot New York remained 
unchanged at 67% to 71% cents. Considerable im 
provement in receipts at St. Louis were noted last 
week, there being a total of 37,860 pigs as against 
The that 
shipments since January 1 are 82,970 pigs less than 


8.740 the previous week. report shows 


during the same period of time last year. 


SOLDER. 

There is no change in the market for solder, prices 
being as follows: XXX Guaranteed, 4% & 14, 48 
cents; Commercial, 4% & %, 46 cents; Number |! 
Plumbers’, 44 cents. 


SPELTER. 

Owing to the shortage of coal and the restrictions 
of the car situation as well as the scarcity of labor, 
the spelter market continues dull and uninteresting. 
The demand is limited for the same reason and the 
improved inquiry is offset by the decline in zinc 
ore prices, giving the market an easier, rather than 
a firmer tone. Smelters are taking very little in 
terest in the market claiming that it is as difficult to 
ship spelter as it is to secure supplies of zine ore 
and coal for their smelters. 

Owing to the unfavorable weather and the fuel 
regulations, manufacturing of all kinds is restricted, 
and the consumption of spelter is unusually light, 
but smelters are looking forward to an improved 
foreign and domestic demand. 


SHEETS. 
Insufficiency of pig iron and scarcity of fuel are 
responsible for the fact that production of billets 
and sheet bars in the Pittsburgh district are not 
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more than half of normal capacity. Shipments on 
contracts are greatly curtailed as the result of rail- 
road embargoes. Freer movement of coal shipment 
during the past week has had a beneficial effect for 
some producers. It is reported that the sheet bar 
output may be encouraged by an order from the 
railroad Director General to supply tin plate mills 
and gauge in producing tonnages for containers for 
perishable goods. ‘There are no offerings of sheet 
bar or billets, except discard tonnages of the latter 
and these are not heavy. Practically all the semi 
finished steel recently sold in the eastern market 
has been by producers in the middle west as eastern 
mills have no tonnages to spare. 


TIN PLATE. 

Little change is noted in the tin plate situation. 
Government orders continue to take precedence over 
all other business. It is expected that the conges 
tion caused by lack of cars will soon be broken and 
that Pittsburgh will 


go forward in greater volume. 


tin plate from the district 
Prices remain prac 
tically unchanged. 


OLD METALS. 
In the Chicago market dullness rules. 
The 


The permit system ts 


No import 
ant transactions are reported. movement of 
scrap is slow and uncertain. 
working more smoothly but there is still much de 
lay. Wholesale dealers’ quotations in the Chicago 
district, which may be considered nominal, are as 
follows: Old steel axles, $40.00 to $41.00; old iron 
axles, $41.00 to $42.00; steel springs, $34.00 to 
$36.00; Number 1 Number 
1 cast iron, $25.50 to $26.50, all net tons. Prices 


wrought iron, $31.25; 
for non-ferrous metals are as follows, per pound: 


Light copper, 18% cents; light brass, 1114 cents; 


lead 5'4 cents; zine, 514 cents; cast aluminum, 20 


cents. 


PIG IRON. 

\ strong drift of pig iron distribution into chan 
nels dictated by war requirements is noticeable. Al 
most all consumers of pig iron in the Chicago dis 
trict are putting out inquiries and covering their 
requirements for last half deliveries. Some small 
producers have allotted practically all their produc 
tion for that period and the principal interest has 
for the last six 


covered about half its tonnage 


months of the year. Consumers of certain grades 
of pig iron ,especially basic and, in a lesser degree, 
malleable, continue to find it a difficult problem to 
provide for their future needs. In the eastern dis 
trict, even foundries with war orders are unable to 
get sufficient iron to supply requirements. Little 
effort is being made to go after future business. 
An interest representing a needy producer states 
that it dare not take on new business and that al 
ready more iron has been sold for first half than can 
The only exception noted to 
the mills 


possibly be made. 


production is in southern 


difficulties of 
where ore and coke supplies do not require long 


hauling. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS, 


PIG IRON. 
ineanideeaaeiacon $33 00 
Northern Fdy., No. 2.... 33 00 
Southern Pdy., No. 2... 37 50 
Lake Sup. C es 37 50 
Malleable......... jisen 33 50 


FIRST QUALITY BRIGHT 


TIN PLATES. 
Per Box 
Cc $OBSD. ccccoccccecceres $16 20 
x Pi ticsensaesebeeun 18 15 
2  Seeeeerereenre: 20 10 
IXXX 14x20..... oecdns .21 55 
i MD, cscasacesecooons 23 09 











Kobes, ) aa 20x28 $22 30 
Cokes, “ear 20x28 22 50 
Cokes, 214lbe....... IC 20x28 22 90 
Cokes, 270 Ibs....... IX 20x28 24 50 
BLUE ANNEALED SHEETS. 
By Miba+++adnneend 100 Ibs. $5 45 
Di Siveaéeissana’ per 100lbs. 5 50 
| Sere per 100lbs. 5 55 
erry per 100 lbs. 5 65 


Bes Pics sencesd per 100 lbs. $6 25 
OR, BP Eiecccscsens per 100 lbs. 6 30 
DM idcnsneceged per 100 lbs. 6 35 
ea per 100 lbs, 6 40 
BEOy Deeeccecccseccecd per 100 lbs. 6 45 
GALVANIZED 
No. 16...........-per 100 Ilba.$ 6 95 
He. 36-38. .ccccces per 100lbs. 7 10 
No, 22-24...... ..--per100lbs. 7 25 
Te BO sscsccces «»-eper 1001 bs. 7 40 
SE ccccccssaeen -per 100lbs. 7 50 
Pe eiessacnenes -per 100lbs. 7 70 
PED ésccceeecass per 100lbs. 8 20 


POLISHED SHEET STEEL. 


Se are per 1001bs. $9 80 
7 eee per 100lbs. 9 85 
Be cccccesesses per 100lbs. 9 90 
BO BB.ccccccseees per 1001bs. 10 00 


SMOOTH SHEET STEEL. 

Per 100 Ibe. 
ore 
«see Oe 


Wood's Smooth No. 20. 
” No 22-24.. 
No 25-26 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 Ibe., base No. 28...... $12 75 


SOLDER. 
XXX Guaranteed § &$..perlb. 48c 
Commercial $&4....... °* 46c 
No. 1 Plumbers... ..... 44c 


SPELTER 
fe Behe. cccccccccccccccccccccc cee 


SHEBT ZINC. 


Cam lets. ccccccccccccccccces 


$22 00 
Lees than Cash lots. .§22 50 to $23 00 


COPPER. 





Copper sheet, base eeeeeee: coos dl ic 





| 








| 
LEAD. AUGERS. 
American Pig........+....+.++ $7 50) 
iesscacscsdedess cr ae 8 00| Bering Machine......+.+++»+ +» A026 | 
Shest. Carpenter's Nuih......2eeeeeee 50&10% 
Pull coils........ per 1001bs. £9 59 | 
Gee iscaseces per 100lbs. 9 75 | Hollow. 
Mienascoted doz. $30 00 
TIN. | a: eb Pe ee 3 00 
ly ~ebpeebpbeeeae eeseece Nomina 
Cee eeeereeseeee «-e Nomina | 
| Post Hole. 
| Diswslt, 6-ineb... oe af Gos. oi3 50 
wan’'s Post Hole an e ‘s cts. 
HARDWARE. | Vaughan’s, 4 to9-in...perdoz. 10 25 
| Ship. 
ADZES. Ford's, with or without screw.. .15% 
Corgemters:. | Snell's’ “ "15% 
Plambe...+++eezeeeeeeeeeooIS% | 
Coopers’. AWLS. 
Fee 
 —SeeeeEneeeseme (No. 3 Handled Ee aa per doz. $0 50 
Ratiroaé. | No. 1050 Handled.... “ 
Det caccccccccesoceocescd| Shouldered, assorted 1 to 4, 
| . seebusees a: sons < ° gro. 4 = 
| Patent asst’d, ee = 
| 
AMMUNITION. 
Caps, Percassios—per 1,000, | Harness. 
y. L., Waterproof, 1-108......32%| Common........... 3? 1 95 
3 Ley Redhneeeenesensnns oooms — eesinener . = 1 00 
uske ee eeereeeeeeee eee ‘0 
Shells, Loades— | Peg. 
Loaded wie Black Bowser ai 32%: Shouldered......... . * 60 
Loaded with Smokeless Powder, xt eeepc eons w TSS 
Loaded with Smokeless Powder, | | 
high grade......... cccccceed2%| Scratch. , | 
Winchester: | ie Loeeee.....on ge SI 
Smokeless Repeater Grade.....32%| Noygidie nn 188 
Smokeless Leader Grade....... 323, | 
Black Powder.........++-- .. 32% 
U.M.C. | AXES. 
DP .. .cansneeoeneenncanel , 
"Sepang pererereess 4. Boy's Handled. | 
New Club.......-.seeseeceee032%| Niagara...sesseeeeed ro 9 25 | 
Gun Wad 1000 “os 
un sat | 
Winchester 7-8 i ccssesnd gn 25) Phape. West, Pat. ...000005, Mas | 
‘in PF pane seeeeces ; asi ve Firemen’s (handled), 
. 720 GRUGS.. 2000 Bach! iauauanae per doz.$19 0C 
DuPont's Sporting, kegs. .... 11 25) 
” kegs. : 90} 
o . ” kegs... 10) | Single Bitted (handled). 
DuPont's Canisters, > neess * $6 Warren Silver Steel.......... 15 50 
o ~ sale 5 | Warren Blue Finished........ 15 00 
~ Smokeless oo”. 6s an Matchless Red Pole......... 14 00 
kegs..... 22 00 
a -kegs... 11 25 
7 . § Fkegs. -. > 75) Single Bitted (without handles). 
Warren Silver Steel......... 13 50 
L. — Orange, Extra Sporting 10 25 Warren Blue Finished....... 12 50) 
L.&@ R. "Or che Est ssiactins Matchless Red Pole......... 1 50 
r r 
cciaekeveanneees 5 40 
L. & #9 ‘Orange, ExtraSporting | 4, | Double Bitted (without handles). 
L. & R. Orange, Extra Sporting Warren's Natl. Blue, | 4 44 0 
Net et, en | Ces oz. 
b. canisters ........... 56 ‘The above prices on axes oo 3 to 4 Ibs. 
L.& Fr  Grenme, pr Sporting 32| 33 aa = o— pric - 
b. canisters......... s. advance 25c. 
L. & R. Orange, “cl Sporti 4 toS . advance 50c. 
4-Ib. canisters. . on 2 a 22| 44 to 54 Ibs. advance 75c. 
Hercules ‘‘E. C.” and “‘Infallible’’ 
50can drums........... 43 50 
Hercules‘ E. C.,"* kegs........ 22 OC BAGS, PAPER Sag 
Hercules “E.C.,"’ $-kegs....... 11 25|p 10 
Hercules | “Infallible,” 25 can nee Press: “1185 00 6 So 7°30 9°00 
Hercules ee,” *10 can 
Hercules “B.C. }-kegs......, $78 BALARCER, GFUENG, 
eo C."" and “Infallible"* 00 EEE = 
Hercules 1 Wt A. .30 Cal. Rifle, = 
Hercules Lightning Rife, a BARS, CROW. 
Hercules eeoiisaies Rifle, ji Pinck or Wedge Point, per cwt.. $8 00 
asinine acai i ectaa 1 25 
Seseaten Unique Riffe, canisters 1 50 
Hercules Bullseye Revolver, 1. BASKETS. 
Clothes. 
0 00 
Trenton, en aves. peri. Genel WHO... 908 ae Hh 50 
—*—? ‘ote per aes a 3. oe 
Board and . to - Jalvanized Steel. - bu. 1 bu. re bu 
soe Thi: - rover ibe ber doz.......$800 $1150 15 00 


BEATERS. 

Carpet. Per doz. 
No. 17 Tinned Spring Wire...$ 1 1¢ 
No. 18 Spring Wire coppered. 1 40 
No. 10 Preston. ......ceee0. 110 

Egg. Per doz 
No. 50 imp. Dover heeeeawud $110 
No. 102 “ 1 35 
No. 150 “ “ hotel. 2 10 
No. ° Heavy hotel tinned. 2 10 
No. 30 
No. i3 = S -- 360 
Ne 8 * ” “ - 450 

BELLOWS. 
BI 600s 0cencede oaeseees 40% 
Hand. 
8g 9 10 12 
Per doz..$8 00 900 1000 1275 

Moulders’. 

SPOR dasescecsses Per doz. 15 00 
BELLS. 

Call. 

3-inch Nickeled Rotary ne. 
Bronzed base...... per doz. $5 00 

Cow. 

RS ipcencbawdneaandie 60%, 
DET 4560c6teacduaseaneee 35% 

Door. Per doz. 
New Departure Automatic... $7 50 
Rotary. 

3 -in. Old Copper Bell....... 5 00 
3 -in. Old Copper Bell, any. 7 00 
3 -in. Nickeled Steel Bell. 5 50 
34-in. Nickeled Steel Bell. . 6 00 
| Hand. 
Hand Bells, polished........... 15%, 
hite Metal. $osetadenaeceiar 15% 
1” Saar 0% 
Daca Kedennaeameee 15% 
DT Ss berccccdocwseen 10% 
| Miscellaneous. 

Church and School, steel alloys. ..30% 

Farm, Ibs... 50 75 100 

Sis saoune $2 9s 300 400 5 50 
BEVELS, TEE 


a wh 8, rosewood handle, wel ‘ 
ES AR PERI ei e 
Stanly’ s fron handle............ Nete 
BINDING, OILCLOTH. 
PO. 2. cesenadcnenesesbetue ‘ tog 
ES incident d ieee 40&10 
Brass, plated...........-eee+ 60&10% 
BITS. 
Auger. 
Jenning’ I etn eabeiail 0% 
Ford’s Car and Machine....... 15% 
SEVMEIED. « <xssceceeeseccsas 30% 
Ns Sec ccee hn ee eke ee ee 35% 
Russell — pes aadanemeall 30 
Clark’s ansive.. 5% 
ST peat i 2 
arge 
ee oc tcnssanenweal 35&10% 
Ford's Ship Auger —— 

EE veucensessvessdeinaces 15% 
A, ou ccvcasecisasauesedserese 10% 
Countersink. 

No. 48 Wheeler’e.. . . per doz. $1 80 
No. 2 u—— 2 40 
) a ae Snailhead.. “ 1 10 
o Rose o < o 1 30 
” ie 2600 ee 1 20 
Mahew’s Fiat...... = 1 00 
” Snail..... . =o 1 50 
Dowell. 
Russell Jennings...........++--30% 
Gimlet. 
Standard Double Cut.......... 25% 
German Pattern..... per | $0 7 
C ccaceeseens “ 30 
Gouge STEEN sm 
ee 
Reamer. - 
" ma 2 
fecergeae 278 
American Octagon... 175 
Sorew Driver. 
No. 7 Common...... br 4 
No. 1 Triumph...... re 1 

















